ITH this issue, The Feed 
W Bag completes ten full 
years of service to the 
feed trade. So next 
month, with our August 
number, we will celebrate our 
tenth birthday. All of our readers, 
advertisers and other friends in 
the trade are invited to join in our 
celebration. We are planning a 
‘‘big party’’. You'll be invited— 
and there will be a surprise for 
you, too. Watch for your invita- 
tion—and don’t fail to get your 
copy of the Tenth Birthday Num- 
ber of The Feed Bag. 


MERCHANDISING MAGAZINE 
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MILK EFFICIENCY 


ei vatue of milk in poultry mashes 
is generally recognized. Let’s talk 
about efficiency. 

The benefits of extra vitamin G 
values were tested at Cornell Univer- 
sity on the rate of growth of chicks 
and hatchability of eggs. Result: 
One pound of dried whey (milk sugar 
feed) equalled 1% pounds of the next 
best form of milk. This means more 
vitamin G at lower cost. 

At Alabama...tests with pullo- 
rum (B.W.D.) chicks showed that 
increased lactose in the diet throuch 


dried whey (milk sugar feed) tended 


to increase resistance to disease. 

Dried whey (milk sugar feed) con- 
tains at least 50% more lactose (milk 
sugar) than other forms of dried 
milk. One pound of dried whey (milk 
sugar feed) therefore, equals one and 
a half pounds of other types of milk 
powder in its effect on coccidiosis 
control and protection against other 
intestinal disease. 

Kraco is dried whey, milk sugar feed. 
KRaco, with a greater vitamin G 
and a greater lactose content, (50% 
more of each) represents increased 
efficiency in these two milk values. 


In addition KRACO has the lactalbumin protein unchanged. Vacuum process 
(low heat) drying preserves the nutrients and their natural, original high 
solubility. KRACO furnishes the truly rare amino-acid essentials that aid 
the assimilation of other proteins in the feed. @ KRACO’S milk mineral 
content is 8% to 9%—unsurpassed in bone building efficiency. @ KRACO 
is the same wherever you buy it. Its feeding value is always uniform 
because KRACO is manufactured under centrally controlled inspection. 


For greater milk efficiency insist on KRACO 
in your Starting, Growing and Laying Mashes 


KRAFT-PHENIX CHEESE CORPORATION Dept. 343 CHICAGO, ILL. 
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There are two ways to meet the summer slump in the feed business. One way 


is to endure it. That’s the expensive way. The other is to lick it. That’s the profit- 
able way. 


Take a good look around and count the dealers who seem to have old man slump 
continually on the run. Notice how many of them are WAYNE dealers. Notice 
that the fellows who sell WAYNE and have the benefit of WAYNE merchandis- 
ing aids view summer slumps only as obstacles that must and can be overcome. 


Then if you'll look a little deeper you’ll see five mighty good reasons why 
WAYNE dealers are so fortunate. You'll see: 


1. That the WAYNE line is unusually complete. There’s a complete feed, a 
farm supplement or a WAYNE concentrate to solve every dealer’s local problems. 


2. That WAYNE dealers receive assistance from WAYNE salesmen every 
month of the year. 


3. That WAYNE furnishes a monthly publication through which the dealer’s 
personal messages are mailed direct to feeders. 


4. That the WAYNE Educational Department helps dealers by advising feed- 
ers on a multitude of feeding problems. 


5. That WAYNE provides dealers with a complete merchandising service that 
helps solve every selling problem, every season of the year. 


It will pay you to investigate the WAYNE program thoroughly. The WAYNE 
salesman in your territory will be glad to give you all the information you want. 
Or you can get complete details by writing to the Service Department of Allied 
Mills, Inc., at Fort Wayne, Ind. 


Slumps are curable diseases if you have the right medicine. WAYNE deale 
have it. 


ALLIED MILLS, Inc. Chicago, Ill. 
Manufacturers of Mixed Feeds and Processors of Soy Beans 


Mills: Peoria, Ill.; Fort Wayne, Ind.; East St. Louis, Ill.; Taylorville, Il.; 
Omaha, Neb.; Buffalo, N. Y.; Portsmouth, Va. 
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are less likely to do anything that might nullify the 
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tegrity. When buying—feed, grain, allied products 
and machinery—don’t forget to boost The Feed Bag. 
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CONTINENTAL EXPORT CO. 
Minneapolis ... St. Louls... Kansas City 


PACIFIC CONTINENTAL GRAIN CO. 
Spokane... Portland... Seattle 


Continental 


Grain Co. 


Produce Exchange . . . New York 
Board of Trade. ..... Chicago 
CASH GRAIN 


Wheat..Oats..Rye.. Barley. .Corn.. Flax. . Soya 


GRAIN FUTURES 
Executed in all Contract Markets 


HOT BOXES 
COST MONEY 


MODERN METHODS OF 
LUBRICATION CUT 
LABOR and OIL COSTS 
and PREVENT FIRES and 
SHUT-DOWNS FROM 
HOT BEARINGS. 


Ask your “Mill Mutual’ Insurance 
Office for full particulars. 


Mutual Fire Prevention Bureau 
Department of 


Association of Mill and Elevator Mutual 
Insurance Companies 


230 East Ohio Street, Chicago, Illinois 


Feed Merchants 


everywhere are adding to their 
profits by selling Dog Food. Make 
your store a place for dog owners 
to get quality food and service. 


SELL 


VITALITY DOG FOOD 


It is complete, balanced, mineral- 
ized and vitamized. Dogs like it 
—it makes friends and gets re- 
peat orders. It keeps dogs healthy 
and is very economical to use. Use 
coupon below for ful! information. 


Vitality Mills, Inc. 


2020 Board of Trade Bldg., Chicago, IIl. 


VITALITY MILLS, INC., 
2020 Board of Trade Bldg., 
Chicago, III. 


Without obligation please send me details of the profit op- 
portunity in selling VITALITY DOG FOOD, also samples, prices, 


literature and local advertising plan. 


Dealer 


F.B. Address 


Make no mistake 
4 about 
this! 


NEW PROCESS = 
SOYBEAN OIL MEAL = 


100 LBS. NE NET 


MANUFACTURED BY 
THE GLIDDEN CO. 
SOYA PRODUCTS DIVISION 

CHICAGO, ILLINOIS 
INGREDIENTS 
SOYBEAN OIL MEAL 
GUARANTEED ANALYSIS 


TTT 


Contains the rich 

vitamin content 

that is present in 

fully matured soy- 

beans. 

Actual protein analysis running 
from 46% to 48% 


THE GLIDDEN COMPANY 


SOYA PRODUCTS DIVISION 
1845 N. LARAMIE AVE. CHICAGO 
Sales Office: 2670 Elston Ave. 
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TO SERVE YOU BETTER 


q@ We are proud to announce that we have completely remodelled our 
plant and improved its facilities for providing you with prompt, effi- 
cient service and the highest quality meat scraps it is possible to pro- 
duce. Big Chief Meat Scraps now come to you from one of the 
finest, cleanest plants in the country. 


SCRAPS " 


poe 


4 


WAUKEE wiS 


Welcome 


I extend a most cordial! invita- 
tion to feed dealers to visit our 
newly remodelled plant while 
you are in Milwaukee and to ob- 
serve the care that is exercised 
in producing Big Chief Meat 
Scraps from the raw materials 
to the finished product. I will 
look forward to seeing you with 
the greatest of pleasure. 


JOE FREE, Manager 


MILWAUKEE TALLOW & GREASE CO. 


131 SOUTH 7th STREET DEUTSCH & SICKERT CO., Distributors 
MILWAUKEE, WISCONSIN « « « « « « Grain & Stock Exchange 


Look Betore You Leap... 


1935 tests conducted by the State Department of Agriculture showed that only 9 out 
of 16 brands of cod liver oil sold in Wisconsin provided complete rachitic protection. 


ARCTIC COD LIVER OIL was one of the few oils that came through with 


satisfactory results. 


, Here Is Our Booking Price 
Book Now | 1 to 4 Drum Booking (shipment in single 


Pri per 

siete drums your option as needed up to Jan. 1) by gal. 
Already 

Advancing | 5 to 10 Drum Booking (shipment 3 drums 4 G e per 
in Norway at a time your option as needed up to Jan. 1) gal. 


PRICE FOB MILWAUKEE—New drums, faucet attached. The new ARCTIC is light golden in 
color, max. 1.41% FFA, free running, is now recommended for use at level of 1% of 1%. Price 
based on 50 gal. drums, 30 gal. drums 3c additional. 


THE ST. LAWRENCE WATERWAY SAVES MONEY 


Shipping Cod Liver Oil direct from Norway by boat to Milwaukee saves at least 5 to 6c in freight and handling charges over the old way 
of first shipping to some eastern seaport, then by rail to Milwaukee and west. Take advantage of the saving th he St. Lawrence Water- 
way offers. In Arctic Cod Liver Oil you are not only getting a good dependable oil but at a price that is right. 


LA BUDDE FEED & GRAIN CO. 
GRAIN & STOCK EXCHANGE MILWAUKEE, WIS. 


Malt Sprouts and Brewers’ Grains. Prompt and Future Shipments. 
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DAVID K. STEENBERGH, Managing Editor 


Volume Eleven 


July, 1935 


Number Seven 


Builds Up Feed Business by Creating 
Market for Customers’ Eggs 


Candling Service Guarantees Quality 


HE Trinkle Feed Co., Logans- 

port, Ind., has developed a large 

amount of extra feed business 

among poultry raisers and ob- 
tained invaluable advertising by creat- 
ing a good wholesale market for eggs. 
The plan is to exchange feed for eggs. 
Last year the company did about $87,- 
000 worth of business, and $20,000 of 
it was handled on this basis. 

The eggs are taken in at the best 
Chicago market price and are sold to 
the stores at an average markup of 
three cents. For instance, when the 
feed store paid egg producers 16 cents 
a dozen, it sold them to grocery stores 
for 19 cents. Two cents per dozen is 
figured for the cost of candling. 

Issues Candling Cards 

Advertising results from the candling 
service. On every carton going out is 
fastened a card announcing that the 
eggs were candled by the Trinkle Feed 
Co., and giving the license number of 
the candler, the grade of eggs, and the 
date of candling. It is to the advantage 
of grocery stores to display these signs 
conspicuously, because they assure the 
housewife of getting fresh eggs. Since 
August, 1934, about 20,000 cartons have 
been used, every one carrying a sign. 
The advertising value of this can be 
readily seen. 

“I believe the cards have been one 
of the most important factors in estab- 
lishing this store in the public mind,” 
says Ralph K. Trinkle, proprietor. “Of 
course the medium isn’t the one that 
brings immediate business, but when the 
cards are shown in almost every gro- 
cery store in the city every day for 
months, they are almost sure to make 
people think of this establishment when 
they think of feed. Of course, the ad- 
vertising value of a proposition of this 
kind builds up as it goes along. The 
medium is probably less expensive than 
any other institutional advertising.” 

Developed Feed Sales 

The card used is a conspicuous one, 
being printed in large red letters on 
yellow cardboard stock. The candling 
is handled in the store by a licensed 
candler who is a regular member of 
the staff and is paid a flat salary. The 
only equipment required is a dark room 
and a few inexpensive instruments 


which any candler furnishes himself. 
Most of the $20,000 worth of business 


handled on an exchange basis was in 
eggs, but some poultry was also taken 
in. In season, the store wholesales 
chickens on much the same basis as 
eggs. 

the exchange arrangement has a 
number of advantages in addition to the 
advertising afforded, according to Mr. 
Trinkle. “In the first place,” he says, 
“it builds an unlimited amount of good 
will among poultry raisers. It makes 
them our exclusive customers. The 
plan has been -the salvation of many 
men in a period when it was difficult to 
dispose of their products, and they real- 
ly appreciate it. Then, too, it keeps 
us in constant touch with them. When 
poultrymen are bringing in eggs every 
few days, we have an cpportunity to 
‘talk up’ our products and to give them 
advice on production problems. 

“Second, the scheme has enabled us 
to do profitable business with many 
men where this would have otherwise 
been completely impossible. Had we 
attempted to extend them credit, we 
would have lost out completely in some 
cases and would have had a long-time 
investment in many more. But even 
though these men don’t have the 
money, they have the eggs, and with 
our set-up, they are just as good as 
cash. We have developed a _ regular 
trade in a large number of stores and 
are able to dispose of output almost 
as soon as we get it. 

“Then there is the point in helping 
to hold up the egg market. Poultry 


INDIANA 

Earl L. Rose has opened a feed store 
at Rushville. 

D. W. McMillen, McMillen Feed 
Mills, Inc., Fort Wayne, has announced 
that extensive improvements will be 
made on the company’s plant at De- 
catur. New railroad trackage, addi- 
tional storage space and new _ office 
quarters are included in the plans. 

Corn Belt Feed Co., Boswell, recent- 
ly purchased an additional building to 
expand its plant. 

Hoosier Mineral Feed Co., Green- 
wood, is constructing a new addition to 
handle increased business. 

H. J. Hagerman Feed Co., Plymouth, 
has moved to new and larger quarters. 

Edgerton Grain & Coal Co., Edger- 
ton, has installed a new feed mixer. 
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raisers will go ahead on a much more 
extensive scale when they know they 
can get a reasonable profit -on their 
eggs even though they have to take it 
in feed, and by keeping up our prices 
to the grocers we are encouraging a 
better general market. Every firm that 
keeps its prices up to a legitimate mark 
discourages cut-rate operation.” 

Mr. Trinkle finds it unnecessary to 
have a written contract with his poul- 
try raisers The whole proposition is 
handled with a gentleman’s agreement. 
The store assures the customers of: the 
best possible price, and it is to their 
advantage to utilize the offer. 

Custom Mixing Employed 

As a further means of building per- 
manent business among poultry raisers, 
the Trinkle store offers a free advisory 
service. A staff member visits every 
poultryman customer at least once a 
month to make a free inspection, and 
on request the firm will visit places 
between times and help in culling flocks 
or performing any other necessary tasks 
requiring expert knowledge. 

Still another important feature of the 
firm’s program is the offer of custom 
mixing service. A number of raisers in 
this region have developed their own 
mixtures, which they feel are better 
than anything else. To change their 
ideas would be difficult, but Mr. Trinkle 
gets almost as much business from them 
as from anyone else by selling ingre- 
dients for the special feeds and mixing 
them. The mixer used holds 1,400 
pounds of dry mash or a ton of scratch. 
The store mixes an average of 500 bags 
of feed a month, about one-third of 
which is custom business. A charge of 
10 cents per 100 pounds is made on 
mixing service. 

“While this isn’t a big item in our 
tctal volume, it is an important one,” 
says Mr. Trinkle. “The trade is fairly 
profitable, but the main thing is that 
it makes possible a valuable service 
contact. The men who have feed mixed 
here are good, steady customers. We 
have a chance to help them with their 
problems, and to develop their trade 
on remedies and other sideline products 
as well as feeds, and many of them 
who use their own formula on one kind 
of feed will buy commercial feeds in 
other lines.” 
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GOOD BROS. CO., 


is constructing a new E. Houle Elected President 


place the one which was destroyed by 


fire last spring. 


W. H. McDANIELS & Son, Cam- 


den, N. Y., have remodeled their feed 


ciation at its third annual con- 


mill and installed a new feed mixer. T HE Northwest Retail Feed asso- 


R. F. WELSH & BROS., Baltimore, 
have purchased a three-story building 


vention held at the West hotel, 
Minneapolis, June 17 and 18, 


adjacent to their feed store to handle elected E. J. Houle, Forest Lake, Minn., 
increased business. The structure will president. At the close of the meeting 
be remodeled and occupied about Au- the board of directors of the organi- 


gust 1. 


zation chose John Heyerholm, North- 


field, Minn., as vice president and re- 


GREAT EASTERN Feed Mills have appointed W. D. Flemming, Minneapo- 
been organized at Lowell, Mass., by lis, as secretary. 
Morris F. Stoddard who is president Following a discussion on the evils 
and Thomas J. Moran who is vice of trucking competition, the board of 


president and treasurer. 


directors was authorized to appoint a 


“Why It Pays To Be a Dr. Salsbury Dealer’’ 


We “FILL A PRESCRIPTION” 


for Your Customers’ Satisfaction 


WwW ‘‘Prescriptions’’ are filled ona vast but accurate 


Views of Dr. Salsbury's 
Pharmaceutical 
Department 


—A corner of the Dry- 
ing Room, where 
drugs are granulated 
and dried. 


Q—Here powders are ac- 
curately weighed and 
mixed. 


are coated 
and polished in these 
machines. 


4-One of the machines 
for making tablets. 


5A section of the pack- 
aging and labeling 
room. 


scale in the Pharmaceutical Department of Dr. 
Salsbury’s Laboratories. And with the compound- 
ing of each product, another prescription is filled... 
an unfailing prescription for satisfaction. These 
are the ingredients: Highest Quality; Absolutely 
Pure Drugs; Accurate Compounding; and Careful In- 
spection of the Finished Product. 


Therefore, when you sell Dr. Salsbury’s prepara- 
tions, you sell preparations that tighten your hold 
on your old customers, make you new friends 
and build up your business. 


Coming Events: Dr. Salsbury’s Annual Short Course 
on Poultry Diseases, July 10, 11, 12; you are invited 
to attend. 


Dr. Salsbury’s Two Weeks School on Poultry Diseases, 
July 15 to 26; August 5 to 16. Send for information. 
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Of Northwest Association 


committee to constitute a lobby in the 
state capitol for the purpose of pro- 
moting laws that would prohibit truck- 
ers from peddling feeds. I. W. Mat- 
son, one of Minnesota’s railroad and 
warehouse commissioners, and a speaker 
cn the program, recommended this ac- 
tion and pointed out that under the 
present set-up of the law it was im- 
possible to remedy the conditions cited 
by the feed dealers. He suggested the 
maintaining of close contact with the 
legislators in various districts as the 
initial step in the program of keeping 
truckers out of the feed business. 

Secretary Flemming, in his annual re- 
port, reviewed the activities of the as- 
sociation during the past year and urged 
cooperation in building up the organi- 
zation. 

During the afternoon session of the 
first day the feed dealers were pupils 
of Dr. W. E. Peterson, Prof. E. F. 
Kerrin and Thomas Canfield, Jr., all of 
the University of Minnesota. Poultry, 
dairy and hog feeding problems were 
discussed and the delegates graded 
themselves for knowledge in answering 
a list of 20 questions. 

David K. Steenbergh, Milwaukee, sec- 
retary of the National Federation of 
Feed Associations, and managing editor 
of The Feed Bag, explained the need 
for continuing and expanding a national 
organization of retail feed dealers. He 
invited the Northwest dealers to send 
a delegate to the meeting of the federa- 
tion which is to be held at St. Louis 
on the day prior to the annual conven- 
tion of the Grain & Feed Dealers Na- 
tional association in September. 

Accomplishments of the Northwest 
Retail Coal Merchants association were 
related by Wesley Keller, Bismarck, N. 
L., former secretary of the organiza- 
tion. He stressed the need of coopera- 
tion among feed men'and explained that 
the benefits to be obtained from an as- 
seciation are in direct ratio to the 
amount of unity which exists among 
the members. 

What he would do if he were a re- 
tail feed dealer was told by Sam Blair, 
Minneapolis, formerly of Farm Service 
Stores, Inc., in an address which is 
published elsewhere in this issue of 
The Feed Bag. 

The annual convention banquet was 
held on the evening of the first day. 
Music was furnished by a German band 
and Andy Cohen of the Minneapolis 
baseball team served as toastmaster- 

The new board of directors chosen 
at the convention includes L. M. 
Schmidt, Rollingstone; John MHeyer- 
holm, Northfield; Paul Voss, Redwood 
Falls; L. E. Mattson, Dassel; R. W.- 
Portinga, Willmar; Paul Vogtman, 
Park Rapids; B. A. Jaenisch, Fergus 
Falls, and G. W. Brisbin, Willow River. 

W. C. Stephan, Frederic, Wis., re- 
tiring president of the association, di- 
rected the meeting. 


W. A. HOTTENSEN, W. M. Bell 
Co., Milwaukee, recently returned from 
Philadelphia, Pa., where he attended 
the graduation exercises of his son, 
Wallace, at Pennsylvania university. 
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McMillen Gives 


Indiana 
Pointers 


Dealers 
on Feed 


Merchandising 


HE farmers’ problems must be 
met and solved and the organi- 
zation which can best solve them 
will succeed. 

This was the advice heard by mem- 
bers of the Indiana Grain Dealers asso- 
ciation from D. W- McMillen, president, 
McMillen Feed Mills, Ft. Wayne, Ind., 
who spoke at the annual convention of 
the organization held at Anderson, Ind., 
June 19. 

Record Attendance 

More than 250 persons were present 
to establish a new attendance record for 
a summer meeting. Despite the rain 
and cold which kept everyone confined 
to the interior of the Grandview club 
house, the delegation remained in high 
spirits and enjoyed the one-day gath- 
ering. The inclement weather ruined 
ali plans for the golf tournament which 
had been planned. Twelve dealers, how- 
ever, braved the elements for the love 
of the game. 

George T. Hitz, secretary, Anderson 
Chamber of Commerce and Fred D. 
Wright, Wellington Mills, Anderson, 
welcomed the grain and feed men to 
the city, and O. L. Barr, Bicknell, Ind., 
responded in behalf of the association. 
A statistical report on the grain crop 
by Miner M. Justin, agricultural stat- 
istician, Purdue university, followed. 

Explains FHA Loans 


How to obtain money for moderniza- 
tion and improvements of feed, grain 
and milling plants was explained by 
Earl Peters and Tom McConnell, direc- 
tors of the Federal Housing adminis- 
tration, Indianapolis. 

The morning session was concluded 
by Mr. McMillen who discussed prac- 
tical feed merchandising. 

Must Meet Changes 


“Somebody has said,” he declared, 
“that there are only two things certain 
in this life—death and taxes, but I feel 
that another, ‘constant change’ should 
be added. The dealer today must know 
that he cannot use the methods that he 
employed 20 years ago. Adaptability is 
one of the greatest assets of any live 
merchandiser. He must adapt himself 
to conditions and he must fit his busi- 
ness methods into the habits of the 
community in which he lives. 

“He must learn to walk while the 
crowd is running, and to move on while 
cthers rest. To loaf with the majority 
is never progressive. Let us be actively 
alert to change without resorting to 
radical experiments. 

“Someone has said that the coopera- 
tive is hurting his business, another that 
the truck has thrown him out of joint, 
etc. In my opinion the dealer has to 
consider the problems of only one man 
and that man is the farmer. Whatever 


character of organization serves him 
I care 


best should and will succeed. 


not whether it is the large organiza- 
tion with chain stores, whether it is 
a cooperative or an individual. The 
chain grocery stores have been respon- 
sible for developing some of the great- 
cst individual merchants that this coun- 
try has ever known. Whatever the 
line of endeavor, the man who is able 
to see farthest ahead will likely succeed. 
Stand by the Farmer 

“The past five years have been years 
of great industrial turmoil and con- 
fusion and as we view the battlefield 
we find that many of our good brothers 
are lost in the strife. But a_ better 
opportunity exists for those with vision, 
ability, character and guts. 

“I repeat that the farmers’ problems 
must be met and solved and that the 
organization which can best solve them 
will succeed. Get a volume of business 
at a fair margin and on an equal basis 
to all. Be courteous to the farmer and 
understand him, because when you 
understand him you will be better able 
to understand your own business. Stay 
by him, because he is a bulwark of 
strength and the backbone of this na- 
tion. The man who has his interests 
intelligently and truthfully at heart will 
succeed and no one can stop him.” 

Following luncheon L. W. Horning, 
Indianapolis, chief of legal staff for all 


D. W. Mc Millen 


Mr. McMillen, former 
Mills, Inc., after a lapse of several years, is 
back in the feed business. He was one of the 
chief speakers at the recent Indiana Grain 
Dealers association convention. 


resident, Allied 


Indiana railroads, discussed the use of 
highways as a place of business for pri- 
vate gain and G. H. Newbauer, direc- 
tor, state grain warehousing depart- 
ment, Indianapolis, analyzed Indiana's 
new grain warehousing bill. 

More than 60 ladies were present at 
the meeting and were entertained at a 
card party and a tour of a frock manu- 
facturing plant. The soft ball game 
which was scheduled for the men was 
called off because of rain. 

The annual banquet in the evening 
attracted a large attendance of ladies 
and men. “Dusty” Miller, Wilmington, 
Ohio, was the speaker of the evening. 


Eastern Federation Predicts 
Scrapping of AAA 


Adjustment Administration similar 

to the way the NRA was dis- 

carded was. predicted at the 
summer meeting held by the Eastern 
Federation of Feed Merchants at the 
Buffalo hotel, Buffalo, June 28 and 29. 
This forecast was made by Charles D. 
Campbell, secretary and counsel for the 
erganization, and was in accordance 
with the views of a large majority of 
those attending. 

Fred Pond, secretary of the Buffalo 
Grain Exchange, welcomed the feed 
merchants to the city and invited them 
to inspect the exchange quarters. He 
also pointed out that at this time more 
than any other it was necessary to 
maintain a strong trade organization for 
protection against adverse legislation 
and to cope with modern business prob- 
Iems. 


Fred M. McIntyre. president of the 
federation, briefly reviewed the work ac- 
complished by the organization since 
the last convention and called atten- 
tion to the great task which had been 
imposed upon the National Federation 
of Feed Associations in preparing and 
presenting a code of fair competition for 


of the Agricultural 
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the industry. 

Mr. Campbell, in his address, declared 
that he never believed the NRA to be 
constitutional nor a sound policy of 
government, but called attention to the 
fact that the law gave the right to the 
president to prepare a code for the in- 
dustry and set up a governmental code 
authority in the event that any industry 
failed to present a code. 

Mr. Campbell also explained that sev- 
eral cases were now pending wherein 
the Agricultural Adjustment Adminis- 
tration had been attacked, especially on 
the processing tax and expressed the 
opinion that when the case finally 
reached the United States supreme 
court its fate would be similar to that 
of the NRA. 

A special invitation to hold the next 
convention at Toronto, Canada, was 
extended to the federation by the To- 
ronto Convention and Tourists’ bureau. 

Dr. Charles L. Barthen, Health Pro- 
ducts Corp., Newark, N. J., was the 
chief speaker at the luncheon session. 
His talk concerned various vitamins 
found in foods and the importance of 
Vitamins A and D in animal feeding. 


(Continued on Page Seventeen) 
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CUTTING SUGGESTION 
Dealer’s Wife: “I don’t think the man 
upstairs likes Johnny to play his drum.” 
Dealer: “What makes you think so?” 
Dealer’s Wife: “Well, this afternoon 
he gave Johnny a knife and asked him 
if he knew what was inside the drum.” 


GOOD PROSPECT 
Son: “Mamma, what becomes of a 
car when it gets too old to run?” 
Mother: “Somebody sells it to your 
father.” 


PROOF ENOUGH 
Suitor: “Pardon me, doctor, but last 
night your daughter accepted my pro- 
posal of marriage and I have called 
this morning to ask if there is any in- 
sanity in your family.” 
Doctor: “There must be.” 


Dealer Consumption 


HARD OF HEARING 

The farmer’s horse would start, go 
slowly, then stop. The farmer had 
trouble starting him again. 

“Is your horse sick?” he was asked. 

“Not that I know of.” 

“Is he balky?” 

“No, but he’s so darned afraid I'll 
say ‘whoa’ and he won't hear me, so 
he stops every once in a while to listen.” 


YES AND ITS 


OUR BOSS |S 
SCHUMACHER 


GOING TO GET 
A LOAD OF 
QUAKER FEEDS 


FROM REPEAT ORDERS 


There is joy on this farm because the Boss is 
going for another load of Quaker Feeds. The 
animals like Quaker Feeds. They help them 
produce more milk, eggs and pounds of gain 
and their owner is pleased with the profits he 
takes from this better production. 

This farmer is only one of many thousands 
who have used Quaker Feeds continuously for 
many years because it has paid them generously. 

He is one of the steady customers of the local 

7, Quaker dealer whose total annual 
WN Quaker Feed purchases assure steady 
sales and good profit for the dealer. 

The dealer finds it comparatively 
easy to add new Quaker Feed users and 

increase his annual volume of feed sales 
and profits. 


Se N 


THE QUAKER OATS COMPANY 


Dept.15-G . . . 141 West JacksonBlvd. .. . 


INAS 
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OH, SHUCKS! 

The new farm hand was awakened 
at 4 a. m. by the farmer who an- 
nounced that they were going to cut 
oats. 

“Are they wild oats?” 

“No, why?” 

“Then why do you have to sneak up 
on them in the dark?” 


CORNHAY WEAKLY NEWS 

Hal Hoehandle has painted his car 
blue on one side and red on the other, 
the idea being to have witnesses tell 
conflicting stories in case of an accident. 

Everybody is praising the beauty of 
the new altar in the Cornhay church. 
Tillie Borcks, local spinster, is just wait- 
ing for someone to lead her to it. 

Judd Perkins predicts a dry summer, 
his wife having discovered his hidden 
supply of rum in the back forty. 

* * * 


CORRECT 
Salesman: “What do you think of a 


‘+ man who will constantly deceive his 


wife?” 
Dealer: “I think he’s a wonder.” 
* 
WHICH IS WORSE? 


Husband: “My wife came from a 


} large family.” 


Also Married: “My wife brought hers 


with her.” 


* * * 
The Colorado man who drew a fine 


of $50.00 for hugging a girl was lucky. 
Most of us got a life sentence for it. 
* * * 


PLACE FOR ALL 
Judge: “And what did you do when 
you heard the accused using such awful 


4 language?” 


Policeman: “I told him he wasn’t fit 
to be among decent people and brought 
him here.” 

* * 
UP-TO-DATE 

“T am going to fail and you are a 
preferred creditor.” 

“Thank you. How much do I get on 
the dollar?” 

“Nothing.” 

“Then how am I a preferred cred- 
itor?” 

“You are a preferred creditor because 
you know that you are not going to 
get anything. The others won’t know 
it for several months.” 

* * * 
TOO LATE 

Mistress: “I saw the milkman kiss 
you this morning, Sophie. Hereafter 
I'll take in the milk myself.” 

Cook: “It won’t do you no good, 
mum. He’s promised not to love no- 


body but me.” 
* 


DIDN’T WORK 

Poor old Hiram. He went up to New 
York determined to make his living 
pulling some skin games on innocent 
strangers. However, the first fellow to 
whom he tried to sell the Brooklyn 
bridge turned out to be the owner, 
and if Hiram hadn’t paid $10.00 the 
man would have had him arrested. 


— 

NOW I'LL GET it ( 

_ QUAKER DEALERS PROFIT MOST 

ESSAYS 

uaker 

\ Q 

| NAB) 

\ PROTEIN \ 

| 

NAAN 

SESSA 

Quaker \ \ 
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PAYING TOO MUCH Some old crop barley is still moving from the 
FOR BARLEY farmers through the dealers and into the 

terminal markets. Soon, however, the new 
crop will be harvested and then the feed dealers of Wisconsin, at least, will 
really be in the barley business again. 


Many dealers in the barley growing sections made considerable money 
handling that grain last year. Some made it, however, largely because of favor- 
able markets rather than because of using good judgment in making their 
purchases from the farmer. And some dealers, perhaps less lucky than their 
neighbors, actually lost money because of their loose buying practices — not 
because they didn’t know any better — but ‘‘to meet competitive offers’’. 


Good malting barley commands premium prices but poor barley is hard 
to move and cannot be bought on a malting basis and then sold at a profit — 
or even without a loss—in any market. 


Every shipper knows the cash difference between various grades of barley 
but last year few resisted the impulse to pay the prevailing price to their farmer 
customers even when their barley was off-grade and fewer paid any premium, 
even though deserved, to the farmers with superior grain. 


This practice is manifestly unfair to both the dealer and the farmer. The 
dealer should buy barley according to quality on the same basis as his ship- 
ments will be priced at the terminal market. The farmers with better quality 
grain should get the benefit of the market premium and producers of off-grade 
barley should be paid only what their product is actually worth. This is the 
only fair and the only safe way for the dealer to operate and it is also the only 
way for him to encourage the production of quality crops and build up a repu- 
tation for the grain from his community among buyers at the terminal markets. 


This coming crop year, therefore, let’s get together and buy barley ac- 
cording to grade — for what it is really worth. The true value of any product 
should establish the price at which we buy as well as at which we sell. 


DAVID K. STEENBERGH. 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Field Day 


In Michigan a feed dealer utilized a 
large field adjoining his store for con- 
ducting a competitive meet between 
farm and city boys and girls. There 
were potato races, pie eating contests— 
in fact enough events in which all were 
able to participate. The day was cli- 
maxed with a hctly contested soft ball 


game between the farm and city boys. 
Coupons, entitling the bearer to various 
amounts of credit on purchases at the 
feed store, were given to the winners. 
Many parents accompanied their chil- 
dren to the field day and took advan- 
tage of the opportunity to visit the 
store to make purchases. Naturally, the 
winners of coupons gave them to their 
father or mother to apply on anything 


they bought. 
lated trade. 


The event greatly stimu- 


Classified Ads 


Here is the type of inexpensive ad- 
vertising which helps to boost the 
business of an Indiana feed dealer. The 
ads appear regularly in the classified 
columns of the dealer's home town 
paper under the heading, “Poultry and 
Supplies”. Note how the names of 
actual users are featured: 


POULTRY AND SUPPLIES 


F. A. HUNT, R-8 Peo. has 131 of 131 chicks 1 
lb. each at 6 wks. old on Stoecker’s Qual. Starter. 
Stoeckers, 216 S. Wash. 


MIKE GEORGE, Glasford, has 750 of 809 
chicks 7 wks. old on Stoecker’s Quality Starter. 
Stoecker Seed, 216 S. Wash. 


FRED STUAAN, R 1 has 337 of 350 chix 5 
wks. old on Stoeckers Q. Starter. 


it's 


leader. 
King & Co. 


NORTHRUP, 


Minneapolis 


Name 


For OYSTER SHELL 


PILOT Brand 
through Northrup, King & Co. 


Whatever your requirements, make North- 
rup, King & Co. your buying headquarters. 
From this one dependable institution you 
can get everything you sell. The same high 
standards that have made Northrup King’s 
own products famous are required in all in- 
dependent brands they carry. 
Shell you will recognize Pilot Brand as the 
Order now through Northrup, 


DEPENDABLE 
SINCE 1884 


NORTHRUP, KING & CO., Minneapolis, Minnesota 


Please send latest price quota- 
tions as indicated: 


Pilot Brand Oyster Shell 
Nopco DD—Cod Liver Oil 
Nopco XX—Cod Liver Oil 


BRAND 
OYSTER SHELL 
FLAKE 


| PILOT 


In Oyster 


KING & CO. 


Minnesota 


[_] 


Address 
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MRS. ADAM MESSER, R 4, has 295 of 303 
chix 7 wks. old un Stoecker Q. Starter. 


ORA STURM, W. Moneta has 70 of 70 chicks 
4 wks. old on Stoecker Q. Starter. 


MRS. JOHN MORRIS, Eden, has two lb. 
chicks 8 wks. old on Stoeckers Q. Starter. 


PAUL HOLTGRAVE, Maquon, has 370 of 375 
chix 3 wks. old on Stoeckers Quality Starter. 
Stoeckez Seed Co., 216 S. Wash 


G. W. TRUNK, Mossville has 736 of 750 
chicks, 5 wks. old on Stoeckers Q. Starter. 


Milking Contest 


A Wisconsin dealer who operates a 
dairy farm in connection with his feed 
business recently sponsored a milking 
contest which gave him several columns 
of free publicity and helped to increase 
the sale of his feeds. The winner was 
rewarded with a free trip to the state 
fair. Free cheese sandwiches and coffee 
were served to the crowd which gath- 
ered to witness the event, and an at- 
tractive display of the dealer’s feeds 
was arranged where it could be ob- 
served by all. 


Hand Bills 


Once a month a progressive feed 
dealer in New York state offers several 
specials in feeds and sidelines from his 
store. He has these items printed on 
hand bills which he distributes per- 
sonally at the local creamery as the 
farmers come to the plant and unload 
their milk. Many of the dairymen 
stop at the feed store on their way 
home from the creamery and take ad- 
vantage of the specials. By getting 
them into the store, the dealer is also 
able to interest them in other purchases. 


Staff Contact 


A Pennsylvania feed dealer believes 
that his help should be as well ac- 
quainted with the farm trade as himself. 
He makes it a point to take one mem- 
ber of his staff with him each month 
to make a tour of the surrounding 
countryside. He introduces the em- 
ployee to the farmer and all of them 
engage in an informal chat. The idea 
back of the plan is to make the staff 
more capable of handling the customers 
who come to the store and to talk on 
familiar grounds with them. Greater 
confidence in the dealer and his estab- 
lishment and increased sales have re- 
sulted since the program was inaugu- 
rated. 


| 
te 


Farmer’s Dollar 
Worth More 


In Feed 


Market 


Than Elsewhere 


By Prof. V. R. Wertz 


OW that we are in the sixth year 
N of the depression and much is 

being said about the probability 

and improbability of the return 
of prosperity and there are so many 
conflicting points of view with respect to 
what should or should not be done it is 
quite important that we give attention 
to our business barometers. Perhaps no 
other country in the world is so com- 
pletely supplied with reliable sources of 
information as the United States. 

The plan of procedure here will be 
to select a few of the most widely used 
business indicators and follow their 
trends from 1929 through the depres- 
sion to date. 

The General Price Level. One of the 
most important index numbers in use 
in the United States today is that of 
all prices at wholesale in the United 
States. This index is published weekly 
and monthly by the United States bu- 
reau of labor, being the average of the 
prices of 784 different commodities. 

From the period 1910 to ’14 to 1920 
wholesale prices advanced 125 per cent. 
From 1920 to ’21 the price level dropped 
37 per cent, and again from 1929 to 
1932 prices dropped 32 per cent. 

General price level changes affect all 
of us directly or indirectly. The pur- 
chasing power or size of the dollar 
varies inversely with the general price 
level. Another way of saying that 
prices are high is to say that the value 
or purchasing power of money is low. 
When prices rose from 100 in pre-war 
to 225 in 1920 the purchasing power of 
the all-commodity dollar at wholesale 
fell from 100 cents to 44 cents and when 
prices dropped 32 per cent from 1929 
to 1932 the purchasing power of the all- 
commodity dollar increased 48 per cent. 

This increasing dollar value has given 
rise to much of the economic distress 
during the depression. Those who con- 
tracted debts in 1929 found dollars 
more difficult to get and consequently 
their debts grew more burdensome. 
The debtor who contracted a debt of 
$1,000 in 1929 and paid it off in 1932 
paid $480 in additional purchasing 
power as a result of 48 per cent in- 
crease in the purchasing power of 
money. 

Taxpayers Affected 

All those who had fixed obligations 
to meet were penalized by the falling 
price level from 1929 to 1932 and this 
included all taxpayers, and those paying 
interest and principal on mortgage debt. 
This falling price level gave rise to 
much of the ill-feeling between nations 
relative to war debt settlements. From 
1919 to 1932 the purchasing power of 
our dollar as measured in terms of 
wholesale prices increased 110 per cent. 
If, therefore, our European debtors had 


paid us in 1932, debts contracted in 
1919 we would have received dollars 
having a purchasing power more than 
double those in which the contract was 
made. 

A large percentage of our bank and 
business failures has been due to falling 
prices and an_ increased purchasing 
power of money. Debtors paid their 
interest and principal obligations in 
these heavier dollars as long as they 
could get the dollars with which to pay, 
but many found, sooner or later, that 
this was impossible and were forced 
into liquidation. 

A falling price level also has a bad 
psychological influence on _ business. 
When prices continue to fall the reason- 
ing begins to develop that it is poor 
economy to buy today what you can 
postpone and buy tomorrow for less 
money. 

All of the major business indicators 
show a major depression from 1929 to 
1932. The index of industrial produc- 
tion compiled by the federal reserve 
board shows a drop of 47 per cent in 
industrial production from February, 
1929 to February, 1933. In the same 


‘period of time construction contracts 


declined 84 per cent, factory employ- 
ment declined 38 per cent, industrial 
wages declined 31 per cent, factory 
payrolls or money in factory pay en- 
velopes declined 63 per cent, national 
income declined 52 per cent from 1929 
to 1932, department store sales declined 
38 per cent and the physical quality of 
goods exported from the United States 
declined 48 per cent. 

Agriculture from 1929 to 1932. Agri- 
culture was peculiarly hit by the abrupt 
decline in the general price level from 
1920 to 1921 and again from 1929 to 
32. A peculiarity of prices received 
by farmers is that they react more 
quickly to sudden changes in the gen- 
eral price level than products generally. 
While the general price level declined 
32 per cent from 1929 to ’32, prices 
received by farmers declined 55 per cent 
while prices paid by farmers for operat- 
ing the farm and maintaining the family 
declined only 30 per cent, and in addi- 
tion farm debt and mortgage obliga- 
tions remained high. 

This relatively more rapid decline in 
prices received than paid by farmers 
from 1929 to ’32 reduced the purchasing 
power of the farmers’ retail dollar 35 
per cent which was 5 per cent below 
pre-war in the year 1929. This meant 
that the farmer was obligated to part 
with more than half again as much of 
his produce for things he bought in 
1932 as in 1929. 

The low point 
power of the  farmer’s 
reached in March, 1933. 


in the purchasing 
dollar was 
In that month 
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Jesse Brundige 
Mr. Brundige, Kingston, Ohio, president 


of the Ohio Grain, Mill & Feed Dealers as- 
sociation since 1932, relinquished his post to 
E. Craun, Tiffin, at the recent an- 
nual convention at which Professor Wertz 
delivered the address published herewith. 
Mr. Brundige presided at the meeting. 


the United States farmer’s dollar was 
worth just half as much as in pre-war 
Gays. The farmer’s dollar has been 
worth more in the feed market in terms 
of purchasing power than in the retail 
market generally. The farmer’s dollar 
was worth 94 cents in the feed market 
as compared with 61 cents for all pro- 
ducts bought by the farmer in 1932. In 
1934 the farmer’s dollar was worth 85 
cents in the feed market as compared 
with 61 cents in his general retail mar- 
ket. At the present time the farmer’s 
dollar in the United States is worth 85 
cents in the feed market as compared 
— 84 cents in the general retail mar- 
et. 

The economic status of Ohio farmers 
is clearly reflected in their purchases of 
commercial feeds. The estimated ton- 
nage of commercial feeds bought by 
Ohio farmers declined from 680,000 tons 
in 1929 to 290,000 tons in 1932. Since 
1932 sales have increased 30 per cent. 
The economic status of the Ohio farmer 
was also reflected in the type of feeds 
purchased. In 1929, 57 per cent of the 
commercial feeds bought by Ohio 
farmers were ready mixed feeds, while 
in 1932 and ’33 only one-third of the 
tonnage bought was ready mixed. 

Farmers Suffer Decline 

The farmer’s income, due principally 
to a falling of farm product prices, de- 
clined 57 per cent from 1929 to 1932. 
The gross cash income from agricul- 
tural production declined from $11,918,- 
009,000 in 1929 to $5,143,000,000 in 1932. 

The declining price level and the drop 
in income from farm production wag 
reflected in farm real estate values. 
Farm real estate values in the United 
States declined 24 per cent from 1929 
to *32. 

The farmer’s burden was alleviated to 
some extent by declining mortgage debt 
and taxes, but these obligations were 
not lightened to correspond with the 
decline in the farmer’s income. While 
the farmer’s income declined 57 per 
cent his mortgage debt declined 10 per 

(Continued on Page Twenty) 
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Lem Jones Discovers What Trade 
Association Can Do for Him 


proprietor of the Hickory Grove 
feed store, the expression on his 
face as gloomy as the overcast 
skies, racked his umbrella and delved 
into the morning mail on his desk. 
His attention was suddenly arrested 
by an auspicious looking envelope with 
“Hodge Evans, Attorney at Law,” star- 
ing in type at him from the corner. 
“What the devil can he want,” mut- 
tered Lem to himself. 
Bad News for Lem 


He slit the envelope open and un- 
folded the letter inside. The spread 
of gloom on his features deepened al- 
most to inky darkness as he read: 


[: was raining again. Lem Jones, 


Dear Mr. Jones: 


My client, Edgar Watts, informs me 
that one of his cows. died as a result 
of a nail which she swallowed while 
consuming some of your feed. 

He appraises the animal at $150.00 
and unless settlement is made within 
three days after receipt of this letter, 
we will be compelled to start suit to 
recover damages. 

Trusting that you will give your im- 
mediate attention to this claim and re- 
mit with your check, I am, 


Very truly yours, 
Hodge Evans 


As Lem dropped the letter on his 
desk and stared into space, Mickey, the 
office boy, approached to receive his 
morning orders. The expression on the 
face of his boss startled him. 

“What’s the matter, Mr. Jones, bad 
news?” he asked. 

The Hickory Grove feed store pro- 
prietor rose from his chair to grab 
Mickey by the collar and waltz him 
into the warehouse. But on second 
thought he inquired: 

Mickey’s Advice Spurned 

“Mickey, did we sell any feed to a 
fellow by the name of Edgar Watts last 
week?” 

“Why, yes,” answered the office boy. 
“He bought a half ton of our best dairy 
feed.” 

“Well,’ responded Lem. ‘“‘We’re 
sunk. One of his cows swallowed a 
nail that was in the feed and died, and 
now we just have to pay for the critter 
to the tune of exactly 150 bucks. That’s 
more than we’ve made in six months.” 

“But, Mr. Jones,” offered Mickey. 
“We can go to court and fight the case.” 

Lem Jones stopped him abruptly. 

““Swell idea,” he sneered. “The local 
pepers will run a nice story and the 
publicity will kill the sale of our feed. 
Get out with your brilliant ideas before 
I bounce you through that window.” 

Mickey accepted the suggestion and 
vanished through the door leading to 
the warehouse as Spot, his pet cat, fol- 
lowed behind him mewing consolation. 

Lem Has a Visitor 

Lem Jones was slipping on his rain- 
coat, preparatory to leaving for the 
bank to obtain a cashier’s check for 
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By Emil J. Blacky 


$150.00 when out of the rain breezed 
a well-dressed, serious looking young 
man. 


“Good morning, Mr. Jones,” he 
greeted. “My name is Clark, secre- 
tary of your feed association. Your 


membership ran out last year and I 
came to find out just why you haven’t 


Grove, like other practical 

feed dealers, encounters 
many problems which he is 
compelled to overcome. More 
interesting stories about him 
and his adventures will be 
published in future issues of 
The Feed Bag. Watch for 
them. 


Le JONES of Hickory 


renewed.” 


The young man had walked into a 
buzz saw unknowingly. 

“The only time you fellows come 
around,” Lem blasted, “is to collect 
dues. Why don’t you do something 
for the money a fellow spends once in 
a while?” 

Take Look at This 

*But, Mr. Jones,” countered the sec- 
retary, “we defeated a feed bill in the 
legislature last year which saved you 
far more than the cost of your mem- 
bership and we furnished you with a 
lot of information that you couldn't 
have obtained anywhere for ten times 
the amount of your dues.” 


“Here, take a look at this if you think 
you have all the troubles,” the Hickory 
Grove feed man roared. 


The secretary carefully scanned the 
attorney’s letter which Jones’ had 
tossed at him. 

“Let me take this,” he said. “I'll 
show you what an association can do.” 
Visit Paid to Farmer 

Before Lem could reply the young 
man was out of the door and on his 
way to the office of the local veteri- 
narian. They were soon speeding into 
the countryside to the farm of Edgar 
Watts. 

In a nearby woods lay the carcass 
of the dead cow. The veterinarian ex- 
amined the internal organs and after a 
half houwr of close inspection reported 
that there were no foreign substances 
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to be found and that the animal had 
died of another cause. 


“Well, I'll be hanged,” respended the 
farmer. “I could have sworn that it 
was the fecd I bought from I.em Jones 
and I was about to tell all my neigh- 
bors about it.” 

The association secretary, veterinarian 
and the farmer were soon rolling back 
to town. They discovered Lem Jones 
pacing the floor impatiently. He could 
hardly reply as the farmer approached 
and apologized for his mistake. 

“Tl tell my attorney about it,” the 
farmer added, “and there won’t be any 
more to worry about. And by the way, 
I’ll take another ton of your dairy feed. 
You can send it to me with your truck 
tcmorrow.” 


Lem Comes Through 

Lem Jones willingly paid the veteri- 
narian his fee and he picked up his bag 
and departed. The association secretary 
and Lem sat in silence in the office. 
Finally the Hickory Grove feed store 
proprietor spoke. 

“You win,” he said, cxtending his 
hand. “I guess it’s mostly a man’s own 
fault if he doesn’t get any good out 
of an association. If we asked for more 
things we’d get them.” 

The secretary nodded approval and 
thanked him. His face was still 
wreathed in a broad smile as he de- 
parted for the next town with a check 
for two years’ dues in advance from 
Lem Jones deposited in his bill fold. 


K. L. BURNS, president, Globe Mill- 
ing Co., Watertown, Wis., returned re- 
cently from a combined business and 
pleasure trip to the East. 


WISCONSIN 

Antigo Flour & Feed Co., Antigo, is 
building a new warehouse adjoining its 
present structure. 

Cobb Lumber Co., Cobb, has con- 
structed a new addition to its present 
establishment and will open a_ feed 
business under the management cf Earl 
Eastman. 

Diamond Bluff elevator, Diamond 
Bluff, has been reopened with C. D. 
Nesseth as manager. 


OHIO 

Zane Feed & Produce Co., Zanesville, 
has opened for business with Frank L. 
Littick as general manager. 

Ralph Rea, Hillsboro, has opened a 
feed store at New Petersburg in the 
building formerly occupied by R. H. 
Hamilton. 

Sun Grain Association, Risingsun, is 
building additional warehouse space and 
will add a line of building supplies. 

United Mills, Inc., Grafton, has let 
contracts for the construction of a 350,- 
000 bushel addition to its elevator. 

Medina Farmers Exchange elevator, 
Medina, was destroyed by fire June 6 
with a loss estimated at $100,000. 
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E. G. Craun Chosen President 
Of Ohio Association 


ISAPPROVAL of government 
D backed cooperatives was voiced 

at the 56th annual convention of 

the Ohio Grain, Mill & Feed 
Dealers association which was held at 
the Deshler-Wallick hotel, Columbus, 
June 12 and 13. Those attending also 
went on record in favor of plans or 
legislation which will eventually balance 
the budget, whether local, state or na- 
tional. 

Craun Elected President 

E. G. Craun, Tiffin, was elected 
president of the association; E. L. All- 
ton, St. Paris, was chosen first vice 
president, and G. E. O’Brien, Green- 
ville, second vice president. W. W. 
Cummings, Columbus, reelected 
secretary and treasurer. 
“The supreme court,’ declared R. H. 


Brundige, president of the association, © 


in his annual address, “has recovered 
the federal constitution from its kid- 
napers. It is no longer a scrap of 
paper in the waste basket but is the 
constitutional foundation of a _ free 
people. With the passing of the codes 
the grain and feed trades have nothing 
to lament. Your integrity, honor and 
service abilities will not be impaired 
by the passing of this illegitimate piece 
of legislation.” 

Secretary Cummings, in his annual re- 
pert, pointed out that the experience 
of the past two years has demonstrated 
that trade associations have a vital and 
essential part in promoting industrial 
self-government. He urged the dealers 
to further the progress made by becom- 
ing active members of the Ohio orga- 
nization. 

Discusses Legislation 

Legislation affecting the grain trade 
was discussed by Charles Quinn, sec- 
retary of the Grain & Feed Dealers 
National association. He cited the 
failure of such government set-ups as 
the farm board and the Canadian wheat 
pool, declared that the demise of the 
NRA was a godsend and predicted a 
similar fate for the AAA. 

Support of a national research bureau 
for agriculture as a means of aiding 
the economic position oi the farmer 
and the business man who serves him 
was urged by R. I. Mansfield, Bartlett- 
Frazier Co., Chicago. 

“Any idea to improve business, if 
economically sound,” he explained, “will 
succeed without the financial support 
of the government and the spending of 
taxpayers’ money.” 

H. W. Galley, Staley Sales Corp., 
Decatur, Ill., told of the rapid advance 
made by the soy bean in the United 
States during a short period of time. 
He said that soy beans are now grown 
in 44 states and are considered a cash 
crop, the same as wheat, oats or corn. 

Uses of Corn Varied 

Industrial uses of the products of 
corn were discussed by Pendleton Dud- 
ley, executive secretary, Corn Indus- 
tries Research Foundation, New York, 
in an interesting, illustrated talk. He 
said that new uses for this product 
were being regularly discovered and 
that the farmer may face the future 
with new hope that the markets for 
his goods have not yet reached their 


final peak. 

Effects of the new deal on the 
cotton business were explained by 
Emory Cocke, Ashcraft-Wilkinson Co., 
Atlanta, Ga. He criticised Secretary of 
Agriculture Wallace for planning the 
AAA farmers’ march to Washington. 

Talks by A. L. Jardes, Fairbanks, 
Morse & Co., Chicago, and Samuel M. 
Golden, Silmo Chemical Co., Inc., Vine- 
land, N. J., concluded the first day’s 
session. 

Mr. Brundige served as toastmaster 


at the annual banquet which was held 
in the evening. Music was furnished 
for the event through the courtesy of 
George Woodman, Ohio manager, Nor- 
ris Grain Co., Chicago. Douglas Mal- 
loch, Chicago, famous humorist and 
poet, kept the delegation in good spirits 
with his humorous address. 

The following morning’s _ session 
opened with a talk by L. G. Bradstock, 
Farmers Grain & Milling Co., Welling- 
ton, Ohio, who told of his experiences 
in handling sidelines in the feed busi- 
ness. Other speakers were George S. 
Myers, secretary of state, Columbus; 
C. C. Johnson, Innis, Speiden & Co., 
New York, and Prof. V. R. Wertz, 
whose address is published elsewhere 
in this issue of The Feed Bag. 


Millers Federation to Boost 
Flour Sales in Campaign 


in comparison to other food items, 
the flour consumption committee 
of the Millers National Federation 
is sponsoring a nationwide campaign to 
increase the sale of flour. The aid of 
millers, grain and feed dealers and 


GS i comms by the low cost of bread 


The Millers’ National Federa- 
tion at its annual convention in 
Chicago, June 26, voted unani- 
mously to support the plan to 
increase flour consumption as 
recommended by the special 
committee headed by President 
J.B. Smith. George Livingstone, 
executive vice president of the 
federation, will have direct charge 
of the campaign. The plan is to 
continue for three years. 


bakers everywhere has been enlisted in 
the program. 

The primary purpose back of the 
campaign is to make the consuming 
public conscious of the fact that every 
dollar spent for flour and bread goes 
farther than for other staple foods. 
Frinted literature for posting in win- 
dows, inserting in sacks of flour and 
distributing through employees, has 
been prepared by the federation. 

“Government figures,” the flour com- 
mittee reports, “show that bread has 
advanced in price less than 4 per cent 
in the past year while other staple 
foods have increased in cost up to 91 
per cent.” 

The following figures taken from the 
“Consumers’ Guide,” official organ of 
the Consumers’ Counsel of the AAA, 
are quoted to show the comparison in 
the rise of foodstuffs costs from April, 
1934 to April, 1935: 


3.8 per cent 
Round Steak........... 41.4 per cent 
33.2 per cent 
Lard 81.6 per cent 
13.8 per cent 
91.9 per cent 
4.2 per cent 
.0 per cent 
Canned Corn.......... 14.2 per cent 
Canned Peaches....10.1 per cent 
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The federation committee has ar- 
ranged these figures into a striking 
pester which can be displayed by the 
cealer and also reproduced in an ad- 
vertisement in the local newspaper. It 
bears the heading, “Food Prices”. 

“Do you realize,” reads the copy that 
follows, “that flour has advanced in 
cost only 4.2 per cent in the past year, 
while other staple foods have increased 
in cost up to 91 per cent? 

“Now you can serve more bread, 
biscuits and cakes because they cost 
less than other foods. Serve bread in 
all its forms, crisp brown toast, hot 
biscuits, golden French toast, nourish- 
ing bread and milk and poached eggs on 
toast. For dessert have a nice cake. 
Enjoy these delicious, nourishing baked 
foods and know the satisfaction of 
having the best food at the lowest cost.” 

This message has also been prepared 
in the form of inserts which may be 
placed inside sacks of flour or wrapped 
bread or handed direct to the purchasers 
of flour. 

The federation committee urges feed 
dealers and millers to enlist the aid of 
their employees in the campaign. For 
this purpose it has provided a form 
letter and a reproduction of the “Food 
Prices” advertisement enclosed in a 
pink envelope which can be conveniently 
distributed to the help. As a result of 
this method the promotion of the sale 
of flour is expected to begin with those 
interested in its distribution. 

Printed material will be furnished at 
cost to all desiring to obtain it. Com- 
plete information may be obtained by 
writing the federation at 2719 Board of 
Trade, Chicago, Ill. 

Feed dealers are urged to cooperate 
in the campaign and take advantage of 
the excellent opportunity to boost the 
sale of family flour and increase their 
profits. 


ELMER PAETOW, The Paetow 
Co., Milwaukee, returned recently from 
a vacation tour to Yellowstone park 
and points in Canada. He motored 
between 5,000 and 6,000 miles in mak- 
ing the trip. 


LE ROY LA BUDDE, LaBudde 
Feed & Grain Co., Milwaukee, accom- 
panied by his wife and family, is spend- 
ing a three weeks’ vacation at Camp 
McKinley, Boulder Jct., Wis. 
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Government Offers You Opportunity 
To Buy Machinery, Improve Plant 


Money Availabie Through FHA Loans 


mixer, grinder or other equipment, 

build an addition to his plant or 

otherwise improve his property he 
may obtain the money to do so through 
the Federal Housing administration 
upon making application to his local 
bank or other lending institution. 

This privilege which greatly enhances 
the borrowing power of industry and 
gives access to private funds was 
granted in a recent amendment to Title 
1 of the National Housing act. 

Loans may be made for periods up 
to five years and repaid in monthly in- 
stallments. The procedure to be fol- 
lowed in obtaining the money originates 
and is completed in the town in which 
the dealer is located. 

How to Get Loan 

Suppose, for example, that a_ feed 
store owner desires to get a loan to 
cover the cost of purchasing a new 
mixer priced at $750.00. He approaches 
his local bank, building and loan asso- 
ciation or other lending institution and 
announces that he wants to borrow 
money to buy new equipment in ac- 
cordance with the improvement pro- 
gram of the Federal Housing admin- 
istration. Then he is obliged to fill out 
a property owner’s credit statement, 
Cescribing his type of business and 
list his present obligations and other 
details. 

The banker determines whether the 
loan shall be granted. Ii the dealer's 
credit rating proves satisfactory he is 
requested to sign a promissory note for 
the amount desired plus the interest 
or carrying charge which, by govern- 
nient ruling, is not to exceed $5.00 an- 
nually on each $100.00. The interest 
charge is added to the note when it 
is issued and the total is split up into 
monthly installments, the amount de- 
pending upon the length of time the 
dealer wishes to take to repay the loan. 
For example, on a $750.00 loan the in- 
terest or carrying charge for one year 
would be $39.47. This would be added 
to the $750.00 to make a total of $789.47. 
The $789.47 split up into 12 monthly 
payments would obligate the dealer to 
repay $65.79 each month. On an 18 
months’ basis each payment would be 
$44.87, for 24 months $34.31, for 30 
months $28.13, for 36 months $23.95 
and so on up to five years. 

May Demand Security 

The federal housing administration 
gives the bank or other lending insti- 
tutions authority to demand security 
other than a promissory note if de- 
sired. A smaller interest or carrying 
charge than $5.00 a hundred per year 
may also be charged, but the govern- 
ment will not allow anyone to exceed 
this maximum. Some banks are offer- 
ing rates as low as $4.00 per hundred. 

“All well and good,” the borrower 
may say, “but I must go through the 
same red tape in getting the loan if I 
dealt directly with the bank and never 
heard of the Federal Housing admin- 
istration.” 


I: a feed dealer desires to buy a 
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This may appear to be true on the 
surface. The government through the 
Federal Housing administration, how- 
ever, guarantees to the bank or other 
lending institution the repayment of 20 
per cent of the loan through its mutual 
mortgage insurance plan. This makes 
the banker less hard boiled for he is 
only risking 80 per cent of the amount 
loaned, while the government takes the 
ether 20 per cent on its shoulders. The 
dealer's chances of getting the money, 
therefore, are greatly in his favor. 

Where to Inquire 

Loans may be obtained through finan- 

cial institutions approved by the Fed- 


eral Housing administration. Such 
institutions are located in practically 
every town in the country. Those 


which have not been approved to date 
may make application to the nearest 
administration office by submitting a 
financial statement. Dealers, also, who 
desire further information on the loan 
plan are requested to write to their 
nearest district office. 

The cities in which Federal Housing 
administration branches are maintained 
and their addresses as follows: 

Connecticut, room 301, 125 Trumbull 
street, Hartford. 

Delaware, 402 Mullin building, Wil- 
niington. 

Illinois, room 306, 134 North LaSalle 
street, Chicago; or 614 First National 
Bank building, Springfield. 

Indiana, 704 Majestic building, 47 
South Pennsylvania streeet, Indianapo- 
lis. 

Iowa, 418 Old Federal building, Des 
Moines. 


FRANK J. LUDWIG, vice president, 
C. M. Cox Co., Boston, sailed recently 
for a five weeks’ tour of Ireland. He 
was accompanied by Mrs. Ludwig, Miss 
Mary Ludwig and Mrs. Cameron Lud- 
wig. 


T. W. HUNTER has _ reopened 
Hunter’s feed mill at Faribault, Minn. 


FEEDS EXEMPT 

Feeds, seeds, fertilizer, farm machi- 
nery, and tools are exempt from Michi- 
gan’s 3 per cent sales tax as the result 
of a bill signed by the governor of the 
state. It is estimated that Michigan 
farmers will save at least $500,000 an- 
nually. 


NEW BRANCH 
King Midas Mill Co., Minneapolis, 
has opened a new branch office at South 
Bend, Ind. Irvin A. Neu, formerly 
sales representative for the Starr Mills, 
South Bend, has been placed in charge. 


MICHIGAN MILLERS 

The Michigan Millers association will 
hold its summer meeting at the Masonic 
Temple, Portland, Mich., July 18. Fred 
N. Rowe, president of the Valley City 
Milling Co., and head of the organiza- 
tion, will preside. Approximately 100 
millers from all parts of the state are 
expected to attend. 
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Maine, Chapman building, Portland. 

Maryland, 917 Fidelity building, Bal- 
timore. 

Massachusetts, 10 Post Office Square, 
Boston. 

Michigan, 1174 First National Bank 
building, Detroit. 

Minnesota, 200 Roanoke building, 
Minneapolis. 

New Hampshire, suite 17, Phenix 
hotel, Concord. 

New Jersey, 505 Industrial Office 
building, Newark. 

New York, room 1280, 11 West 
Forty-second street, New York City; 
or room 305, 74 Chapel street, Albany; 
or 642 Marine Trust building, Buffalo. 

Ohio, 808 Bulkley building, Cleve- 
land; or 410 Huntington National Bank 
building, Columbus. 

Pennsylvania, 1210 Chamber of Com- 
merce building, Pittsburgh. 

Rhode Island, 32 Exchange place, 
Providence. 

Vermont, 206 Bank street, Burling- 
ton. 

Wisconsin, 2003 Mariner Tower, Mil- 
waukee. 

Loans Are Encouraged 

The federal housing administration 
encourages all branches of industry to 
take advantage of the opportunity to 
borrow private funds from their local 
lending institutions, improve or add to 
their plants and modernize them with 
new equipment. The money, however, 
cannot be used for purchasing feeds 
or other merchandise or for private 
use. 

“Under Title I of the National Hous- 
ing act,’ the government explains, “‘pri- 
vate funds have now been made avail- 
able through banks and other lending 
institutions everywhere for repairing, 
remodeling or modernization in sums 
up to $50,000 per loan for any one 
property. 

“This money can now be obtained 
from banks or many other lending in- 
stitutions on a note with no other se- 
curity than the borrower’s signature and 
is repayable monthly over a period up 
to five years. However, the federal 
heusing plan permits lending institu- 
tions to demand security from the bor- 
rower when so desired. 

“It is not the purpose of the Federal 
Housing administration to induce people 
to waste their cash or to assume un- 
wise debts. On the contrary, it is the 
purpose of the administration to con- 
serve property, save physical posses- 
sions and create greater value for every 
dollar now invested or to be invested 
in American homes and in manufactur- 
ing or industrial plants. We do not 
consider money spent to protect the 
physical condition of a building or im- 
prove its service money wasted even 
though it may be necessary to borrow 
the money on terms that permit of its 
repayment out of future savings or in- 
creased rent. The old adage that a 
stitch in time saves nine is just as 
sound economics today as it was in 
grandfather’s time.” 
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Eastern Federation Meets 
At Buffalo 


(Continued from Page Nine) 
He pointed out the ill effects of feeding 
too much oil especially to poultry. Dr. 
Barthen is the inventor of the Barthen 
process of extraction and concentration 
of Vitamins A and D. 

Following the luncheon, the delegates 
visited the mills in Buffalo, returning 
in ample time for the banquet in the 
evening where they were the guests of 
the Buffalo feed men at a floor show 
and dance. 

Ladies who attended the convention 
were treated to a bus ride to Niagara 
Falls where they were served luncheon. 

Max Cohn, Sunset Feed & Grain Co., 
Buffalo, was chairman in charge of ar- 


rangements for the 
Charles Weidman 
tainment. 


At the business meeting on the fol- 
lowing morning current business prob- 
lems were discussed. Consideration 
was also given to the selection of a 
site for the next convention but final 
decision was postponed until a later 
date. 

A report was given on the Rainbow 
membership drive which is being con- 
ducted by the federation with the co- 
operation of the salesmen’s auxiliary. 
Original plans called for the awarding 
of prizes at the convention to the sales- 
men obtaining the largest number of 
members, but by order of the board of 
directors the drive extended. 


meeting, while 
handled the enter- 


TAKE ADVANTAGE OF AN 
“FHA” LOAN AND INSTALL 


e Pecos Valley Alfalfa Mill G 


A LINDSAY FEED MIXER 


@ The Federal Housing Administration has made 
available to you, loans through your local bank 
for installing feed mixing machinery and modern- 
izing your plant. 


@ It is none too soon to plan now for fall busi- 
ness. Write for complete details. 


LINDSAY BROS., INC. 
130 S. Second St. Dept. F, Milwaukee, Wis. 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated 


Pecos Va 
Alfalfa Mil 


HOME OFFICE 


lley 
Co. 


HAGERMAN, NEW MEXICO 


DIAMOND Grinding PLATES 


have been perfected in our plant — made 
from Chrome Mono- Metal — the latest 
development in plate making. 

We guarantee these plates to last longer, 
grind faster and cooler, give better satisfac- 
tion all around than any similar plates now 
offered. 


A set of these plates will be shipped on thirty days 
trial— you to be the sole judge of their performance. 

If they fail to give satisfaction we agree to take 
back and pay shipping costs both ways. Get our 
new and lower Price List to-day. 


Builders of the 
Diamond 
Ball Bearing 
Attrition Mills 


Diamond 
Huller Co. 


WINONA, MINN. 
U.S.A. 


MEDIUM XX 


BEAT THE PRICE ADVANCE 
Buy... Nopco Cod Liver Oil 


Nopco XX 


VITAMIN A and D 
CONCENTRATE 


Nopco DD 


STRAIGHT COD 
LIVER OIL ® 


Prices at the source of supply for cod liver 
oil are continually advancing. An increasing 
rise in price in the finished product is in- 
evitable. Save money by booking your fall 
requirements in Nopco Cod Liver Oil at once. 


Black Granite Grit, Meat Scraps, 
Feedstuffs and Grains. 


DONAHUE- STRATTON 
COMP ANY Grain & Stock Exchange 


MILWAUKEE 
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What I Would Emphasize If I Were 
Starting a Feed Business 


Northwest Association Convention Address 


EFORE starting in the feed busi- 
B ness I would pick the locality 

which was to be served by my 

venture and I would be sure that 
it would support such a business and 
give me a living wage and an adequate 
return for the capital invested. There 
is little use for a feed business in a 
town where feed is not in demand and 
where there is not enough animal popu- 
lation in the surrounding territory to 
consume the feed. 


Location Important 

After the town has been selected, we 
must pick a location. In some towns 
the buying habits of the farmer keep 
him pretty close to the established busi- 
ness centers while in others he is will- 
ing to go out of his way to some re- 
mote point, preferably near the tracks 
of the railroad which is to serve you. 
If you are not on a track you may 
have some extra expense for drayage 
of merchandise and this is a thing to 
consider as expense must be kept to 
the minimum so that a profit can be 
made without charging the buyer more 
than he would pay for the same mer- 
chandise elsewhere. Size of the com- 
munity makes little difference, as in my 
experience I have seen some _ small 
towns enjoy larger volume by far than 
towns of greater population. You 
seldom make a mistake in the selection 
of a location that is close to a large 
and thriving creamery because if there 
is such an institution you are safe in 
believing that there will be a definite 
need for what you have to sell in that 
community. 


Proper Facilities 

Having selected the building we have 
then to see that it is supplied with the 
facilities that will enable you to ade- 
quately serve your customers. In a 
section where surplus grain is produced 
storage and shipping facilities must be 
provided and we must make ready te 
aid in the marketing of these commo- 
dities. By all means a mill and a mixer 
are needed because it is almost a 
certainty that this equipment will be 
necessary. The selection of these re- 
quires great care as they must be 
adapted to the needs of your trade 
which may be different than that to 
which you have been accustomed. 
Other machinery may or may not be 
necessary. Such equipment as you install 
should be so placed in your building 
that the convenience of the customer 
will be best served. 

The store must have a good, efficient 
display space. This is your silent sales- 
man, costing so little that to do with- 
out it is the rankest kind of folly. The 
store must be well arranged, clean and 
well kept. The exterior likewise should 
be attractive and tell the public the 
kind of a business in which you are 
engaged. 

Then we must give careful considera- 
tion to the line of manufactured feeds 
that we are going to handle. Many 
men delude themselves into believing 
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By Sam Blair 


Formerly of Farm Service Stores, Inc. 


that they can do without such a line 
and serve the public only with feeds 
of their own manufacture. Such is not 
the case, for through advertising the 
feeder is often as well acquainted with 
the merits of such feeds as you should 
be. 

There is the not to be forgotten fact 
that such feeds are thoroughly tested 
before they are offered to the public 
through you and that the average feed 
manufacturer has facilities for testing 
all the ingredients which go into the 
feeds. 

Provide Selling Helps 

Most manufacturers are willing to 
give you valuable help in the selling 
and advertising of their feeds that will 
be of incalculable benefit to your busi- 
ness. The wide awake manufacturers 
are fast coming to realize that the feed 
dealer is their contact with the buying 
public and regarding him in that light 
are just as zealous in his interests as 
they are in their own. 

Some farmers are aware that when 
they have what seems like surplus grain 
and they sell it to the local elevator 
it sometimes comes back to them in a 
rather expensive form after passing 
through many hands which exact their 
usual profit from the handling thereof. 
The local elevator after paying freight 
on the grain makes a profit in selling 
to the broker. The broker gets his 
profit, however small it may be, in sell- 
ing to the mill. 

The mill processes the grain and 
ships it back to the feed dealer who 
after paying freight and the mill’s sell- 
ing cost and profit sells it to the farmer 
at a profit. Of course, the farmer may 
make a profit in the feeding of this mix- 
ture on which so many profits have 
already been taken but he is often in- 
clined to adopt some cheaper method. 
There is little wonder that there is a 
growing demand for mixers so that the 
farmer may save these costly handling 
steps in making his feed according to 
formulae that have proven successful. 


Concentrates Gaining 


But that is all the more reason why 
the wide-awake mill of today, wishing 
tc keep its place in the economic 
scheme of things, is turning its atten- 
tion to the manufacture of concentrates 
so that the farmer may have the bene- 
fit of the materials that he so sorely 
needs. These help to supplement the 
value of the farmer’s home grown grain 
and give him a better and more bene- 
ficial mixture than he would otherwise 
be able to get. The protein value of 
the farmers’ grain is in most cases so 
variable that many formulae are offered 
by the manufacturer so the feeds may 
be balanced to give safe and definite 
results. So if I were in the feed busi- 
ness I would know the value of cer- 
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tain formulae and be able to discuss 
them intelligently. 

I would keep in touch with what the 
other fellow in my line of business is 
doing by reading thoroughly the various 
trade publications that were available 
in my territory. We are particularly for- 
tunate in having available to us in this 
territory several that are earnestly 
striving to be of real benefit to their 
subscribers. They tell you stories of 
how the other fellow has reached a cer- 
tain goal and perhaps you may use the 
same means or be given the inspira- 
tion to devise a better plan. 

Join an Association 

I would most certainly join a trade 
association. Through such associations 
you can reap many advantages and do 
many things that you will often find 
dificult to do alone. 

The merest novice in the business 
knows that feed alone does not make a 
rounded out business for the reason that 
it is subject to seasonable slumps. Just 
now the average farmer is sick and 
tired of buying dairy feeds even though 
the money may have been furnished by 
a beneficient government. As soon as 
a few blades of grass appear above the 
ground the old cow is turned out to 
pasture and left to shift for herself. 

That provides you with a temporary 
slump and a loss of sales volume that 
must be replaced in some way. So I 
would select a few profitable sidelines 
that would have a sales appeal and I 
would convince my customers that my 
chief purpose in incorporating them 
into my business was to make further 
savings possible for them and to favor 
their buying convenience. 

Those of you who have known me 
since my coming to the Northwest also 
know that I have been responsible in 
a measure for putting into the feed 
business some lines which have proven 
successful and some which were not. 
One of the best sidelines which we ever 
added and one which seemed to have 
an almost universal appeal was motor 
oil. While oil does much to smooth 
troubled waters it is likewise efficient 
in producing gross profit or income, if 
you please, that is sorely needed in 
times when volume in other lines is 
unusually hard to get. 


Oil as a Sideline 


Today the farmer is swinging back 
to motorized farming. It is not un- 
common to find machinery dealers in 
small towns selling 50 tractors. These 
do not use feed but they do use oil. 
You can sell it and you can in many 
cases give the buyer as good or better 
quality for far less cost. I know of 
cne dealer who, in the course of the 
year, sells more than 9,000 gallons of 
motor oil. Another has in the short 
space of three months this spring sold 
more than 3,000 gallons. Suppose only 
20c per gallon profit were made in each 
case (and that is easily possible) look 
at the extra income these dealers enjoy 
to help pay ordinary running expenses 
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or to add to the expected net profit. 

If you are not handling seeds you 
should, as you have a definite interest 
in the seeding problems of your farmer 
friends. If you are not handling binder 
twine and you are located in a grain 
producing territory you should be, as 
the selling of that commodity often 
enables you to get in touch with the 
farmer at the time when the contact 
is most valuable. There are dozens of 
things you can handle and while you 
may not be able to build up a large 
volume on some, the investment is 
small and when you make a sale it has 
provided you with that EXTRA  in- 
ccme which is always extremely wel- 
come. 

Must Be Technician 

The average feed dealer of today 
must be somewhat of a technician. He 
must know something about accounting 
so that he can see that he is not selling 
at a loss. He must know something 
about credit; when to grant it when it 
is asked and when to refuse it. He 
must know scmething about how to 
collect money and right there he must 
be something of a diplomat. He must 
know all about formulae and _ their 
value. He must know something about 
his machinery if anything goes wrong 
with it. 

I would take an active part in all 
community affairs. Most men_ think 
that they are always too busy with 
their own affairs to do this but it is 
still true that community work must be 
done and often it is done by the man 
who is most successful in his own busi- 
ness. 

And finally, before I entered the feed 
business, I would make a_ searching 
examination of myself to see whether 
er not I was fitted to adequately serve 
the people who were to be my custom- 
ers. Am I so constituted that I can 
have the proper sympathy for their 
needs and their troubles? Some people 
you know never should be in business 
because they are much too “grouchy” 
and others because they are too “cocky” 
and think too much of their own 
opinions. That will never do! 

Remember that you may make mis- 
takes but in making them you will at 
least be doing something, because as 
Teddy Roosevelt says, “The man who 
never makes a mistake is the man who 
never does anything.” 

A creed is necessary in any business 
just as it is necessary in the life of 
every human being and I know of no 
better creed than that which was 
written in the Good Book thousands of 
years ago which says: ; 

“Do unto others as you would that 
they do unto you.” 

If your customers are so treated they 
will come back to you again and again, 
their confidence in you will continue to 
grow and that is what you and I would 
want if we were in the feed business 
or any other business. 


BUMPER BARLEY CROP 


If favorable weather conditions con- 
tinue to prevail Wisconsin farmers ex- 
pect to harvest a record crop of barley 
from 874,000 acres this year. On June 
1 the condition of barley was 88 per 
cent normal as compared to 64 per 
cent for the same date last year. Acre- 
age this year is larger than the high 
point which dates back to 1909 when 
816,000 acres were grown. 


How One Firm Put a Stop 
To Price Cutting Habit 


market notorious for its unstable, 
unpredictable prices. On the least 
provocation, price wars will arise 
with the rapidity of a Kansas cyclone, 


| OS ANGELES has long been a 


costing retailers and manufacturers 
hundreds of thousands of dollars. 
The worst one ever to hit Los 


Angeles started immediately after the 
news of the demise of NRA. Prices 
were ruthlessly slashed. Chain stores, 
super markets, independents prepared 
for a price war such as the city had 
never before seen. 

The first advertisements broke Thurs- 
day, May 30. Although the wholesale 
price for sugar, as an example, was 10 
pounds for 52 cents, retail prices were 
announced as low as 10 pounds in cloth 
bags for 22 cents! 

Other prices reached equally fantastic 
lows. Fresh butter, 15 cents a pound; 
two dozen lemons for 5 cents; pota- 
toes, 10 pounds for 10 cents; standard 
brands of coffee as low as 21 and 22 
cents a pound, and other insane prices 
threatened ruin for many grocers; se- 
vere losses for all retailers concerned. 

Invariably, when such a price war 
has started, every organization has been 
pulled into the strife, believing that the 
only way they can retain their custom- 
ers is to put prices as low as compet- 
ing stores. 

But on this Thursday, May 30, when 
the newspapers carried the full-page 
and half-page advertisements announc- 
ing the new food prices, one chain of 
stores was conspicuously absent. 

Safeway Stores decided this time not 
to slash prices below wholesale levels. 
It was too expensive, they decided; too 
costly a proceeding. They should know. 
Not so many years ago, Safeway Stores 
were among the leading exponents of 
price-cutting tactics to build up cus- 
tomer flow. 

Just as the radical becomes conser- 
vative upon gaining power, so has the 
Safeway Stores announced their stand 
for more ethical, sounder operating, 
methods, now that they have consoli- 
dated their stores’ position on the coast. 

As a result, they decided to test the 
power of advertising to break the im- 
pending price war. Friday, May 31, 
one day after the war started, Safeway 
advertisements appeared with this start- 
ling announcement; particularly appeal- 
ing to citizens of Los Angeles, for here 
the average citizen thinks nothing of 
driving 20 miles if he has the chance 
to make five cents profit: 


“ANY SAFEWAY STORE WILL 
BUY AND PAY FOR IN CASH AT 
THE PRICES LISTED BELOW 
ANY QUANTITY OF THE FOL- 
LOWING MERCHANDISE IN 
GOOD CONDITION.” 


Purchase prices were listed in the 
body of the advertisement. Safeway 
offered to pay 45 cents for 10 pounds 
of sugar in cloth bags, 44 cents for 10 
pounds in paper bags. You could go 
to the Wonder Super Market to give 
only one example from hundreds sim- 
ilar, purchase one pound of Brookfield 
butter for 15 cents, cross the street and 
Safeway Stores would pay you 29 cents. 
You could repeat this operation as many 
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times as you wished until Wonder 
Super-Market, or any of the other 
stores, became tired of selling butter 
to you under wholesale cost so that 
you could replenish a  competitor’s 
stock. 

Breawood Market, as another example 
of what was happening during those 
two hectic days, had pushed the price 
of Old Dutch Cleanser down to five 
cents. Safeway offered to purchase this 
from you for six cents. Item after 
item, Safeway listed in their advertise- 
nient, giving the prices that they would 
pay. These prices were usually a shade 
er so below wholesale level. Thus Safe- 
way made a profit,sent thousands of 
citizens into competing stores, caused 
intense consternation in the trade. 

The full-page advertisement was re- 
peated Saturday, June 1. Other stores, 
chains, super markets rapidly changed 
their advertising, or dropped price- 
slashing altogether. 

Many markets lost from five to ten 
thousand dollars during Friday and 
Saturday of the announced sale; all of 
this to Safeway’s profits. So many 
rushed in to take advantage of Safe- 
way’s offer, depleting below-cost 
marked up goods, that the stores an- 
nouncing cut prices were forced to 
numerous awkward subterfuges. 

When products were bought, sales- 
men were instructed to dent cans, ruin 
labels to prevent re-sale to Safeway. 
This caused arguments, contention be- 
tween customers and salesmen, added 
to confusion, increased Safeway’s sa- 
turnine delight. 

Men and women used their automo- 
biles as trucks, loaded up rumble seats 
with price-cut merchandise to sell to 
Safeway. When price-cutting stores at- 
tempted in desperation to refuse quan- 
tity sales, customers pointed to the 
shrewdest statement of all in the Safe- 
way advertisement: 

“Remember, any customer has the 
right to buy from any merchant at the 
advertised price any quantity of mer- 
chandise advertised for sale unless a 
limit is stated in advertisement. Where 
a limit is stated, the customer may 
make a separate purchase each time he 
enters the store.” 

Prices started lifting to normal the 
week of June 3. Safeway indicated that 
they were most satisfied with their 
campaign. Prices which they  estab- 
lished served to mark a definite stop- 
price. Safeway lost nothing, profited 
slightly, gained greatly in good will. 
Competing chains and super markets 
have learned a lesson which, it is pre- 
dicted, will not be forgotten until some- 
one can discover a means of price cut- 
ting safely—Advertising & Selling. 


GALESVILLE MILL CO., Gales- 
ville, Wis., has resumed operations 
under the management of Robert Dobie, 
Mr. Dobie is an experienced -miller and 
was at one time associated with the 
Pillsbury Flour Mills Co. 


H. W. GUNDERSON, district sales 
manager, King Midas Mill Co., Minne- 
apolis, left June 22 for the Pacific coast 
where he will spend his vacation. 
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Farmer’s Dollar Worth 
More in Feeds 


(Continued from Page Thirteen) 


cent and his tax bill only 22 per cent. 

Proposed Remedies. Now that we 
have reviewed briefly what happened 
from 1929 to 1932 and the beginning of 
1933 let us see what the doctors pre- 
scribed as a remedy for our economic 
ills and finally take an invoice of the 
accomplishments to date. 

The battle against the depression has 
been waged along three fronts, mainly 
in the last two years. One effort has 
been to increase the general price level. 
If a falling price level creates a depress- 
ing psychology, makes it impossible to 
pay debtor obligations and depresses 


the price of farm products more than 
products bought by farmers, then to re- 
verse the trend in prices should, it was 
felt, tend to correct the major portion 
of our economic ills with one stroke. 


Many measures have been taken di- 
rectly or indirectly to increase the gen- 
eral price level. The gold content of 
the dollar was lowered by increasing 
the buying price of gold. The price of 
gold was increased from $20.67 per 
ounce to $35 per ounce in February, 
1933. To place less gold back of our 
dollar should theoretically cheapen the 
dollar and raise the general price level. 
Among other things, NRA was cer- 
tainly designed to strengthen prices. 
One of its aims was to raise wages 
which is the principal item in cost of 
production. 


ULTRA-LIF 


Use Ultra-Life to mix 


101 S. 35th Street 


for Feed Manufacturers 


six vitamins—A, B, C, D, E and G. Produces 
better results at less cost. Easy to mix. 


ULTRA-LIFE LABORATORIES 


ALL VITAMIN 
CONCENTRATE 


a super feed with all 


EAST ST. LOUIS, ILL. 


“OF COURSE I 


SELL ARMOUR’S 


FEEDS... 


@“I like to handle a 
product that I know is 
good, Armour’s Meat 
and Bone Scraps and 
Meat Meal Digester 
Tankage do everything that’s 
we for them. I’ve conducted 
feeding tests for farmers all over this 
county. I’ve proved to them and to my- 
self that these two feeds are not only the 
best on the market for hogs, but that they 
work just as well for beef cattle. They give 
a better finish, and a greater weight in 
less time, and at lower cost. 

“Dairy cattle need mineral supplements, 
too. I advise Armour’s Meat and Bone 
Scraps. You'll get more milk and stronger 
calves if you use it regularly. 

“Of course I carry Armour’s Special 
Steamed Bone Meal, Poultry Bone, and 


Feeding Blood Flour, too—each a mighty 
good feed for its special purpose. Every 
one of these feeds is selling well.” 

Armour feed dealers everywhere are 
telling the same story: Armour feeds 
move well, because they do what is 
claimed for them. They save the farmer 
money and make for you. If 
are not now carrying the Armour line, 
write for information today. 


Central Retail Feed Association Honor Roll 
Dept. C 


ARMOUR COMPANY 


Union Stock Yards 
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Another major government activity 
has been that of the AAA to raise the 
prices of agricultural products. In gen- 
eral three forces were calculated to 
raise farm prices: A cheapening of the 
dollar or a rise in the general price 
level should tend to pull up farm pro- 
duct prices. An increase in industrial 
income through a rise in wages under 
NRA should stimulate the demand for 
farm products. The main effort, how- 
ever, has been to increase the price by 
limiting the supply of farm products. It 
should be added that one of the prin- 
cipal justifications for reducing agricul- 
tural output was the decline in our for- 
eign trade in agricultural products. The 
physical quantity of agricultural pro- 
ducts exported from the United States 
declined 40 per cent from 1929 to 1932. 

Another major function of govern- 
ment activity in combating the depres- 
sion has been to advance credit at a low 
rate of interest to worthy debtors 
through such agencies as the Home 
Owners Loan corporation and_ the 
Farm Credit administration. Up to 
May 27 this year the Farm Credit ad- 
ministration had loaned $3,000,000,000 
to farmers. This amounted to an aver- 
age of $4,000,000 per day since the 
organization of the FCA two years ago. 
Federal Land Bank loans have gradual- 
ly been reduced from 5 per cent to 43 
and finally on July 1 this year . were 
reduced to 3%. 

From May, 1933 to May of this year 
the prices of all commodities at whole- 
sale have increased 27 per cent. This 
means of course that our money has 
been cheapened, and to this extent 
debts, taxes, etc., have been lightened. 
The purchasing power of the dollar 
which averaged $1.05 in 1932 as com- 
pared with $1.00 from 1910 to ’14 
amounted to 86 cents in May of this 
year. 


J. P. HESSBURG, manager, Archer- 
Daniels-Midland Co. grain department, 
Milwaukee, returned July 8 from a busi- 
ness trip to Minneapolis. 


W. H. NEWSOME, Elizabethtown, 
Ind., member of the Indiana Grain 
Dealers association, passed away June 1. 


RICHARD WALES and Boulware 
Calhoun who have been associated in 
the grain, coal and feed business at 
Waverly, Ill., have dissolved partner- 
ship. Mr. Calhoun will retire while Mr. 
Wales is to continue the business. 


STEPHENS-ADAMSON Mfg. Co., 
Aurora, IIl., announce the appointment 
of L. R. Veatch to handle sales and 
engineering of Redler conveyors in 
Buffalo, N. Y., and surrounding terri- 
tory. 


MICHIGAN 

Bellevue Milling Co., Bellevue, orga- 
nized 101 years ago and now owned by 
A. G. Butler, is undergoing extensive 
repairs. 

B. G. Chefman, Gregory, has installed 
a feed mixer in his plant. 

Henry Ford is remodeling the old 
Klein mill, Saline, into a plant for con- 
verting soybeans into oil meal and other 
products. 

Asa Strait & Son Milling Co. have 
purchased the Quinlan Bros. mill, 
Williamstown, remodeled it and_in- 
stalled new equipment. 
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Salsbury’s Laboratories 
Holding School 


Feed dealers will have an opportunity 
to obtain first hand information on the 
prevention and cure of poultry diseases 
at the fifth annual poultry show which 
will be conducted by Dr. Salsbury’s 
Laboratories at Charles City, Ia., July D | X Ss! 
10, 11, and 12. In addition to technical a 
aspects many merchandising sugges- 
tions will be presented by experts in 


this field. 
Get this in your formula and printed on 
school will be Dr. R. M. Bethke, Ohio your mash bag— 


experimental station, Wooster, Ohio. 
The address of welcome on the opening 


Included on the staff who will pre- 
sent various subjects ranging from col- 


lections of bad accounts to nutritionai The formula will be much improved and 
problems of chickenhood are N. A. sales made easier. 
Winter, Dr. R. C. Surface, Dr. Fritz 
Mayhad ag Poultrymen everywhere know the purity 
Reese V. Hicks, J. W. Hammond and and necessity of Oyster Shell for increased 
Dr. Sivert Ericksen. e roduction. 

Ample be provided 88 P 
and on the afternoon of the second day 
of the school a picnic is to be held at Let us quote you on 
Wildwood park. Dr. Salsbury’s Labo- PILOT BRAND Pulverized Oyster Shell. 
ratories extends a cordial invitation to 


all feed dealers, hatcherymen, and pro- 
duce and poultry service folks to attend. 


OYSTER SHELL PrRopucTs CORPORATION 
GEORGE LONGYEAR, well-known 


ochelle, W. Y. i 
feed salesman associated with Unity Londen, England 
leeds, Inc., Boston, Mass., passed away 
recently following several months’ ill- 


ness. 


q Back to the good old NOR- 
MAL feed years again. Throw 
out your ‘‘dope’’ on the last 
three years. 


q@ We’re back in the time of good crops 
and BETTER feed business in 1935. 
REMEMBER it means low prices in 
June and Julywith advancing markets 


during the late summer and fall. Get VYouw’ll like the Nicollet or 


out your old price and volume charts. 
They are worth ‘dusting off.”’ Then |) because you have a choice of 600 spacious, sun- 
buy and sell ARCADY WONDER | lit rooms with deep luxurious beds, soft water 

for bathing; because you'll receive thoughtful, 
FEEDS for the good old PROFIT | convenient service; because you'll enjoy the ex- 
DAYS are back. i cellent foods served in the beautiful Minnesota 
Room and in the smart Coffee Shop; because 


everything possible is done to make your stay 
pleasant. 


ARCADY FARMS | 
MILLING company || | NICOLLET HOTEL 


CHICAGO, ILLINOIS |) MINNEAPOLIS 
| Official AAA Hotel - W.B. Clark, Manager 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


Bran and Middlings 


—Higher in Protein— 


TENNANT & HOYT CoO. 
LAKE CITY, MINN. 


4 


man Pag 


USED 


BURLAP 


AND 


COTTON 
BAGS 


INDIVIDUALITY 
ALL_BAGS VACUUM CLEANED 


WE BUY 
SURPLUS BAGS 


TWINE 


MILWAUKEE, WIS. 


FREDMAN BAG CO. 


HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 


A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most discriminating. 


(A Most Profitable Base for Feed Manufacturers) 
WE SPECIALIZE IN ALL TYPES OF SCREENINGS 


Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


S. J. MEYERS, for many years traf- 
fic manager for Arcady Farms Milling 
Co., Chicago, has been placed in charge 
of grain buying for the firm. S. Nord- 
vell, also connected with the company 
for many years, has been appointed to 
direct feed purchases. 


W. E. SHUTT, Shutt Grain Co., 
Auburn, IIl., has purchased the Auburn 
Roller Mills, Auburn, and will move 
his grain company to that location. 


WELD & BECK grain and hay es- 
tablishment, Southbridge, Mass., was 
recently destroyed by fire with loss es- 
timated at $50,000. 


HOST AT PICNIC 

Menibers of the Miiwaukee Grain & 
Stock Exchange were guests of E. H. 
Hiemke, manager, L. Bartlett & Son, 
Milwaukee, at his summer home on 
Silver lake, near West Bend, June 20. 
More than 50 persons attended and as- 
sisted Mr. Hiemke in initiating his new 
recreation room at the cottage. A 
buffet luncheon and refreshments were 
served. 


CHEESE BOOSTER 

The City hotel, Sparta, Wis., reports 
that profits are realized in serving 
cheese with every meal as required by 
the new law recently passed in Wiscon- 
sin. The hotel serves 120 pounds of 
high quality cheese each month and 
the manager reports that the extra busi- 
ness resulting more than pays the 
cheese expense. 


ILLINOIS 

F. & M. Co. feed store, Shawneetown, 
was destroyed by fire June 12 with a 
loss estimated at $1,500. 

Roy Fruit has opened a feed store 
at Clinton. 

Walter S. Houdlett is the new owner 
of the Kankakee Feed & Fuel Co., Kan- 
kakee. 

Victor W. Wolff is planning to oven 
a feed store at LEvansville. 

John R. Condon, president, Condon 
Seed Co., Rockford, recently returned 
from a Chicago hospital where he 
underwent treatment. 

Hy Rotrammel has opened the Pales- 
tine Feed & Produce Co., at Palestine. 

T. H. Withey Mill, Waterman, was 
gutted by fire recently with damages 
of $10,000 resulting. 

The Chenoa Milling Co. has pur- 
chased the El Paso Milling Co. El 
Paso, and placed George Thayer in 
charge. 


43% Protein 
Guaranteed 


DIAMOND CORN GLUTEN MEAL 


mong high protein ingredients for poultry mashes nothing on the entire 

feed list is more efficient than DIAMOND. The inclusion of 10% to 
15% of DIAMOND in growing mashes, laying mashes and turkey mashes 
is a big step toward extra production of growth and eggs, and earlier 
maturity and better finish with turkeys. 


@ Our new booklet ‘“‘PROFITABLE POULTRY FEEDING”, tells all about 
DIAMOND and how to use it in poultry rations for best results. Write 
for a supply and get them in your feeders’ hands without delay. 


Ration Service Dept., Corn Products Sales Co. 
17 BATTERY PLACE, N. Y. CITY | 
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Trade Mourns Passing 


Of Charles Hawe 


Charles F. Hawe, Chicago, IIl., pio- 
neer feed man, died June 18 following 
an illness of six months. He was man- 
ager of the animal feed department, 
Marblehead Lime Co., for five years 
until poor health forced him to retire. 

Mr. Hawe became associated with the 
feed industry at the age of 18 when 
he obtained a job as flour salesman for 
Henry Russell & Co. He also traveled 
for several years for Arms & Kidder. 

Mr. Hawe later became connected 
with the American Hominy Co., and 
was manager of the firm’s feed depart- 
ment for seven years. He also man- 
aged the Leach Flour Mills, Oak Lake, 
Canada, for some time. His hobby was 
animal nutrition and he was a member 
of the American Chemical Society. 

Pall bearers at the funeral services 
which were held in Chicago, were 
Harry Hunter, Milwaukee; W. 
Walker and Rudy Opsal, Arcady Farms 
Milling Co., Chicago; L. F. Brown, 
Mineral Feed Manufacturers association, 
Chicago; C. W. Sievert, American Dry 
Milk Institute and S. O. Werner, Chi- 
cago. 

The deceased is survived by his 
widow, two daughters and a_ brother. 


Country Grain Elevator 


Code Office Closed 


Official notice of the closing of the 
code authority for the country grain 
elevator industry was recently issued in 
a statement by the executive committee 
of the national code authority. The 
statement reads: 

“The code authority office was closed 
as of May 31, 1935, as to all matters 
of code enforcement and collection of 
assessments. One full-time bookkeeper 
and one part-time clerk will be main- 
tained in employment for whatever time 
is necessary to close the files and to 
take necessary steps for the protection 
ot records, property and money in our 
hands. 

“Approximately one-third of all 
money collected remains in our hands 
as money and property, most of all this 
in the form of bank deposits. Such 
assets will be held intact and dispersed 
later under the proper order of the court 
or congress or by agreement among in- 
terested industry members. 

“The executive committee urges upon 
individual members of the industry that 
they accept the labor provisions of the 
code as a minimum standard for labor. 
It further recommends to the industry 
the acceptance of legal fair trade prac- 
tices of the code as a minimum stan- 
dard of ethics to be maintained for the 
benefit of both the producer and the 
elevator operator.” 


WINS CASE 


After three trials John Rinke, mana- 
ger, Warren Cooperative Co., Mt. 
Clemens, Mich., was victorious against 
the state which charged him with vio- 
lation of the foodstuffs law. The state 


contended that Rinke could not crack 
corn and sell it for chicken feed unless 
he had a license. Rinke maintained that 
he was within the law because he used 
whole corn in the cracked product. 


oa ‘‘All your needs in grain and feeds’’ | 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


THE HUBINGER COMPANY, Keokuk, Gluten 
FAIRMONT CREAMERY CO., Omaha, Neb. Condensed and Dried Buttermilk 
L. C. NAISAWALD & SONS, INC., New York City POSES ee aeare Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................ ee Shells 
THREE MINUTE CEREALS CO., Cedar Rapids, Ia...................... ed 
FERNANDO VALLEY MLG. & SU 


atfe 
PPLY CO., Los Cal... Alfalfa Meal 


M 
HEALTH PRODUCTS CORPORATION O-TRATE Cod Liver Oil 


All poultry rations should include liberal quantities of DAIRYLEA DRIED 
SKIM MILK. Also gcod in all rations for calves, poultry and swine. 
Carried by principal feed merchants throughout eastern territory. 


Manufactured and Distributed By 


DAIRYMEN’S LEAGUE CO-OPERATIVE ASSOCIATION, Inc. 


11 West 42nd Street - New York, N. Y. 


Girt 


You can increase your flour sales 
by recommending 


MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 
Let us include MINNESOTA GIRL 
FLOUR in your next car of 
@ Queen Wheat Feed 
® Cherokee Pure Bran 
® Cherokee Middlings 


WIRE US FOR PRICES 


Guaranteed 


CAPITAL FLOUR MILLS, INC, Minneapolis, Minn. 
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GLENROSE SPIELMAN, Beverly 
Hills, Cal., nine-year-old granddaughter 
of Mr. and Mrs. Frank Bell, was a 
visitor at the Grain & Stock Exchange 
building, Milwaukee, July 5. 


CLASSIFIED 


Service department for our read- 


EW RICHMOND 


ers. Low Rates: 25c per line; 
minimum $1.00. 


WANTED TO BUY 
Used 200-bushel capacity grain cleaner. State 
make, price and condition. REINDERS BROS., 
Elm Grove, Wis. 


FOR SALE 
S. Howes Automatic Sacking Scale or will ex- 
change for good grain cleaner. REINDERS 
BROS., Elm Grove, Wis. 


KNOW YOUR FEEDS 


The “Bible’’ of the feed industry, FEEDS 
AND FEEDING, by Henry and Morrison, is the 
one book every feed man should own. The price is 
$4.50 per copy or $5.50 with a full year’s sub- 
scription to this publication. Send check with 
order and we will pay postage. THE FEED 
BAG, 210 East Michigan Street, Milwaukee, Wis. 


R. C. MILLER plans to open a feed 
store in the John Bloch building, Sey- 
mour, Wis. 


YOU WILL SAVE MONEY 
on truck loads and car loads of 
LINSEED OIL MEAL 
BARRELED MOLASSES 
MEAT SCRAPS, ETC. 


you buy from 


If 
MANEY BROS. MILL & ELEVATOR CO. 


MINNEAPOLIS, MINN. 


ROLLER MILLS CO. 


SNOW WOODWORTH 
& COMPANY 
Wholesale Grain and Feed 


807 Chamber of Commerce 
MINNEAPOLIS, MINN. 


Deutsch & Sickert Co. 


Feed and Grain 
Grain & Stock Exchange Milwaukee, Wis. 


NEW RICHMOND. WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


e 
MIXED OR STRAIGHT 
CARS 


MOHAWK FEED CO. 


FEEDS—COD LIVER OIL 
Phone Marquette 6464 


Grain & Stock Exchange, Milwaukee 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


M.G. Rankin & Co. 
FEED and GRAIN 


Keokuk Corn Gluten Feed 
Grain & Stock Exchange Milwaukee, Wis. 


EXCELSIOR MILLING 
COMPANY 


MINNEAPOLIS MINNESOTA 
Specialty Millfeeds 


CAMEL 
ZEBRA 
JUMBO 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since ’92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bidg. Kansas City, Mo. 


HAY AND MiLL FEED 


Write for Prices 


Midland Hay & Feed Co. 


Minneapolis, Minn. 


Established 1892 


FRANKE GRAIN CO. 


Incerporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


NEWsom 


FEEDCO. 
Feedstuffs 


166 W. Jackson Bivd. Chicago 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 


Write for our prices in straight 
and mixed cars with bran, midd- 
lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


Personal Service... 


BARLEY A SPECIALTY 


ROY I. CAMPBELL 


COMMISSION MERCHANT 


MILWAUKEE 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
EstasuisHep 1894 

PRINTERS 
LITHOGRAPHERS 
BINDERS 
522 N. MILWAUKEE STREET 
Puone | 076 MILWAUKEE 
Broapway WISCONSIN 


Page Twenty-four 


THE FEED BAG—JULY, 1935 


—— 


New machinery has been installed and both the exterior and interior of the Milwaukee 
Tallow and Grease Co. plant shown above have been repainted and remodelled. 


The Milwaukee Tallow & Grease Co., 
131 So. 7th street, Milwaukee, has re- 
modelled its entire plant and greatly 
increased the capacity for producing 
Big Chief meat scraps. 

Two new ccokers, two percolators, a 
modern press and four storage tanks 
have been installed. The tanks have a 
capacity of 60,000 pounds each. 

Neatness prevails throughout the en- 
tire plant. Joe Free, manager, an- 
nounces that the primary aim of the 
company is to produce fresh, high 
quality meat scraps and to speed up 
delivery and service to customers. Raw 
material is obtained daily and processed 

: into the finished 
product within six 
heurs. 

The exterior of 
the building has 
been repainted. It 
is three stories 
high. The top floor 
is utilized for 
grinding and _ stor- 
age, the second 
story is devoted to 
the thorough wash- 
ing and cleaning 
of raw material be- 
fore it goes to the 
cookers, percolators and press which 
are located on the first floor. The four 
storage tanks are also situated on the 
ground ficor. 

_Mr. Free extends a cordial invita- 
tion to all feed dealers to visit and in- 
spect the plant while in Milwaukee. He 
claims it to be one of the most modern 
and up-to-date establishments of its 
kind. 

Mr. Free organized the Milwaukee 
Tallow & Grease Co. in September, 
1931, and it has enjoyed rapid progress. 
He was formerly a feed dealer at Co- 
lumbus, Wis. 

Big Chief meat scraps, manufactured 
by the firm, are distributed by Deutsch 
& Sickert Co., Grain & Stock Exchange, 
Milwaukee. 


Joe Free 


JOHN JOUNO, manager feed de- 
partment, Donahue-Stratton Co., Mil- 
waukee, returned July 8 from a com- 
bined business and pleasure trip to 
Minneapolis. He was accompanied by 
his wife. 


EDWARD S. TERRY, vice presi- 
dent, Donahue-Stratton Co., Milwaukee, 
Wis., is expected back soon from a 
five week’s tour of Ireland. His wife 
and daughter are accompanying him. 


GRIT DISTRIBUTOR 

Donahue-Stratton Co., Milwaukee, 
has been appointed distributor of Black 
Granite Grit for the state of Wisconsin 
by the American Black Granite Co., 
Ashland, Wis. Sales will be under the 
direction of John Jouno, manager of the 
Lonahue-Stratton feed department. 


Dependable 
Western 


Alfalfa Meal 


for 


Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


hee nore of it~ 


eee 


TRAGE MARK 


Old Process 


LINSEED MEAL 


GUARANTEED ANALYSIS 
PROTEIN32% FAT 41% FIBRE 9% 


CARBOH ES43% 
(witrocen act FIBRE 


SPENCER KELLOGG‘ 


NORTHWESTERN SALES OFFICE 


36 NEW CHAMBER OF COMMERCE. 
MINNEAPOLIS, MINN. 


Send for 
Booklets 
Samples 
Mail Plan 


Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


MARBLEHEAD LIME COMPANY 
CHICAGO 
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RIEBS 


VIEW 


Vol. 3, No. 


July, 1935 


Milwaukee, Wis. 


TRUTH IN BRIEF 


Man has proved it pos- 
sible to master every tongue 
in the world except that of 


The nice thing about the 
depression is that they in- 
troduced 


Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK ABOUT BAGs! 


(Quoted from Customer's Letters) 


“With the most energetic and 
best bag concern in the country 
giving the best flour mill I know 
of, the sort of support you 
have given, and with them fill- 
ing the bags with merchandise 
of uniform high quality, there 
is something wrong if I can’t 
sell it. 


us to plenty of 
his wife. company. 

Few magnifying glasses 
are powerful enough to en- 
able a man to see his own 
faults. 


Riebs treats you right. 
Let us prove this on your 
next shipment of barley. 


The average gossip is like 
the Pacific ocean. She never 
dries up. 


Many a man throws on 
the speed lever when he 
starts down hill. 


Most of the room at the 
top is made by those who 
go to sleep there and roll off. 


Ship your barley to 
Riebs for top market 
prices. 


It’s a funny thing but the 
men given to talking most 
loudly about “rugged in- 
dividu: lism” usually sneak 
upstairs in their stocking 
feet if they come home after 
midnight. 


Everything may have a 
hidden meaning. Even the 
little red schoolhouse usually 
has something behind it. 


Riebs buys barley at all 
times and extends you 
prompt, courteous ser- 
vice. 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


—_{_WERTHAN]—— 


Some people miss a_ lot 
because they aim too high. 


Milwaukee 


Published Monthly by The Riebs Co., 


Get More Business 
USE POST-CARD ADS! 


You can now illustrate, 
print and address the 
cards yourself—all on a 
simple, inexpensive 
There are now more little machine called 


than 2000 in use... . the 


Elliott Cardvertiser 
EUREKA BUHLER DRIVE 


—this patented oscillating drive which has 
replaced eccentrics in more than 2000 suc- 
cessful installations, is one of the most im- 
portant improvements in grain cleaners in 
twenty-five vears. The most perfect princi- 
ple ever devised for imparting smooth, in- 
tensive sifting motion to the screens of 
separators, cleaners and graders. 


S. HOWES CO.,. Ine. 


SILVER CREEK, N. Y. 
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he eccentricless sieve 
drive that revolution- 
ized the manufacture 
of grain cleaners! 


“Business 
Men Wise 
Cardvertise’’ 


Uncle Sam furnishes the penny postal cards. 
no cuts to buy or type to set. Businesses of a!l kinds — 
retailers, wholesalers, manufacturers—-are rap:dly dis- 
covering the big results from postcard messages sent to 
customers and prospects. Time and money saving too, 
for Churches, Lodges, Associations, all organizations, to 
contact members. 


for the interesting Cardvertiser story. Tell us 
Write NOW what business you're in and we'll include samples 
ot post-card ads from others in your line. No obligation. Address 


Cardvertiser Dept., Tee ELLIOTT CO. 
125 Albany St. Cambridge, Mass. 
Milwaukee Office: 5066 Pennbieton Bidg. (Marquette 4523) 


You have 
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four years ago. 


We EMPHASIZED it then— 


VERY START 
EMPLOYED 


Note the reprint cf an zarly 
advertisement . . 
CLO-TRATE today as was 


Gs oF 


we REPEAT it nowe 


The Siamese}{Twins of the vitamin field are A and D from cod liver oil— 
they work,more effectively together. 


OrdinaryJpoultry rations are deficient in vitamin A. College tests show 
it. But there is a big difference in vitamin A. In CLO-TRATE, the 
concentrated cod liver oil, vitamin A is more effective and more avail- 
able than the vitamin A of grains and roughages. It is the natural 
balance*of vitamins A and D in CLO-TRATE that assures superior results. 


You should know about CLO-TRATE. A new booklet: ‘‘The Need For 


More Vitamin A in Poultry Feeds’’ tells you about it. Write for a copy 
today. It’s yoursyfor the asking. 


HEALTH PRODUCTS CORPORATION 


CHICAGO NEWARK,N. J. SAN FRANCISCO 


MORE DEPENDABLE 


CLO-TRATE is 
mede under the Bar- 
then Process (U S. 
Peternt 1984858) 
which gives complete 
eatraction of Vita- 
mins A and D from 
cod liver oil. 
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<— Deserves the Support of 
Independent 
Dealers”’ 


TREHIGHEST MAME 
AND WoRTH COSTS 


MINNEAPOLIS, MINNESOTA 
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